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- | PROFITABLE PROSPECTING 


ay Your prospect is a man or woman in good health who is an 
acceptable risk for your Company—a person who has the 
« money, or income, sufficient to pay the premium. He or she 


ry D, | is a person who has a Life Insurance need—a person whose 
Sa Life Insurance need you have discovered—a person whom you 
9 have made conscious of a Life Insurance need—and a person 
oil with whom you can do business. 
4,000 
,» 3,000 
il The foregoing is quoted from “Profitable Prospecting,” a copyrighted 
booklet on the important subject of Prospecting, published exclusively 
000 for members of the Ohio National Field Staff. The following prospecting 
a steps are discussed in the booklet: 
9.90 


A systematic method of compiling names and addresses of 
those suspected to be prospects. 


“i . How to secure and record information about the list of 
2,000 prospects. 
ee . How to contact suspects whom information suggests are 


tH likely to become prospects. 


How to discover some problem in the suspect’s family, 
social, or economical status that presents a need which 
Life Insurance will satisfy. 


6,000 . Howto use some device or some approach that will arouse 
1,000 | the suspect’s interest. 


Prospecting is one of your most important problems. The Ohio National 
booklet on prospecting plus Direct Mail and other field helps assists the 
tt salesman in solving this important problem of Life Insurance selling. 


All these sales helps are available to members of the Ohio National Field Staff. 
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General Agents Enthusiastically Approve Our Low Cost Plan of 
PROSPECTING FOR NEW BUSINESS 


and 


CONSERVING BUSINESS ALREADY WRITTEN 


’ From Philadelphia: “I think you have just what has been needed 
for a long time to educate the public. With copies of this mag- 
azine going to good prospects and present policyholders, I do not 
believe an agent will have to sell, but they will buy voluntarily. 
This is something that has been needed for a long time.” 

From Detroit: “I think there is much to be done and your new 
publication should help on conservation and leads to new busi- 
ness.” 





YPICAL of the reception accorded our announcement of a Policy- 

holders Magazine are these four letters from General Agents. Typ- 
ical, also, of the feeling among life insurance men that it is a step that 
should have been taken long ago. 


Yet a step that, because of the tremendous investment of capital, 
time and effort involved, had to be undertaken by such an organization 
as the National Underwriter in order that the magazine might have the 
character that would insure the volume distribution so necessary to 
its low cost and place it within the reach of all. 


Months were spent in our investigations. Members of our editorial 
staff were sent into the field to interview scores of company executives 
and general agents to learn, first hand, of their problems. Education 
of policyholders is without question the outstanding need, according to 
the consensus of representative executives and general agents. Educa- 
tion that, reaching policyholders and prospects from an outside, disin- 
terested and authoritative source would, at low cost, provide the ex- 
tremely important purposes of increasing new business production, while 
at the same time conserving business already written. 


Unique in the life insurance business, The American Policyholder 
will provide a campaign of education that cannot fail to result in each 
of its readers more deeply appreciating the value of life insurance and 
the policy or policies he already owns, thus impelling him to hold onto 
what he has. Approaching conservation from an entirely new angle, 


From California: “At last a publication is being started, sponsored 





by a reliable institution, that is as necessary as the Life Insurance 
Edition of the National Underwriter, and the publishers are to be 
congratulated upon their foresight.” 


From Florida: “We wish to commend you for your enterprise in 
this much needed form of publicity.” 


it will be found most effective in increasing persistency—the final 
yardstick of successful underwriting. 

So, too, with new business. How many of your policyholders own 
all the life insurance they should carry? . . . How many of them have 
any comprehensive understanding of the many ways in which it may 
still be applied to their needs? . . . How many of them are in need 
of revision of their programs? . . . For that matter, how many really 
know what programming is? 

How many prospects have your agents worked up almost to the 
point of signing an application, but who still need the impact of some 
— appeal upon their buying motives to turn them into closed 
sales? 

Again education is the solution, Education that will clinch argu- 
ments already presented with appeals and facts that, coming from an 
outside and disinterested source and predicated wholly on the advance- 
ment of the reader’s best interests and entirely uncolored by selfish 
considerations, will supplement what your agent has already done, turn 
inclination into conviction and produce action that will promote your. 
interests and those of the agent and every other factor involved. 

Such education will lead policyholders and prospects to see the 
value of careful programming, increase their desire for greater participa- 
tion in the benefits of life insurance and approach your agents with 
requests for their services. It will create a demand for additional cover- 
age and pave the way to many a sale. 


Encourage and Revitalize Your Agents 


New men especially need the influence of our plan. They 
will be stimulated to a greater respect for their work and greater 
effort when they see their prospects being educated to a better 
understanding of life insurance and the importance of themselves 
as constructive factors of American life. Benefiting, along with 
their prospects, from the educational content of our editorial pages, 
they will be prompted to stick until they have become live assets 
to your agency. Better receptions from their prospects—sales 
made easier—a number of leads developed—and their morale will 
be so greatly improved as to turn them from liabilities into agency 
assets, 


Your marginal producers—even your steady producers—will 
be greatly helped by applying this educational magazine to them 
and their prospects. Its outside influence will add tremendously 
to their success. Conserving business they have already written 
will go a long way toward holding their wavering confidence. 
Paving the way to easier additional sales will answer many of the 
personnel problems with which you are daily confronted—lighten 
your load, release your energies for personal production, and add 
to the success of your organization and to your reputation as a 
manager. 


The American Policyholder Plan 
Costs Less than a Multigraphed Circular 


Simple as A, B, C, yet wider in its application than any other plan 
ever devised for the important purposes it is designed to serve, The 
American Policyholder, because of the large volume distribution it has 
already attained, can be put to work for any General Agent without 
adding to his detail and regardless of the nature of his territory. 

With compelling eye—and reader-appeal, the force of this plan 
that all agree has been needed for a long time, can be utilized at a unit 
cost of distribution so low as to make it easily available to all. A 
special proposition has been arranged for General Agents located in 
communities of less than 50,000. 

The magazine’s 16 pages are loaded with appeal to the self-interest 
of its readers. Its constructive text and illustrations, addressed to their 
heads and hearts, will get over, from their angle, arguments that will 
assuredly result in conservation and new business and add materially 
to the results of every man on your force. 

Let us tell you how it may be put to work for you and your agents. 
Let us show you how it will dignify their work, increase their own 
appreciation for the profession of life insurance selling, greatly en- 
courage them and lead them to feel your interest in their success— 
thereby increasing your own success and earnings. 


_Just fill in and mail the coupon we have provided for your con- 
venience and we will gladly give you full details without obligation 
of any sort. 


The American Policyholder, a 
Insurance Exchange Bldg., Chicago. | 


Without obligation of any kind, please give me full details of | 
your plan. 


URS EAP RSIRL (oa 8555 -a favs s/n 0 0} s-<caieasatera thal Ta SiGe a beasts ale ele'e b aselolere i orators | 


RE A TN ENR GM _I 


THE AMERICAN POLICYHOLDER 
(Division) 
THE NATIONAL UNDERWRITER 
Insurance Exchange Bldg. 
Chicago, IIL 
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Mutualization Is 
Being Proposed 


National Guardian Life Has Called 
a Meeting of Its Stock- 
holders 


DIFFERENT PLANS GIVEN 


President Boissard in a Letter Analyzes 
the Situation and Recommends 
the Retirement of Stock 


The National Guardian Life of Madi- 
son, Wis., headed by George A. Bois- 
sard, president, has called a_ special 
| meeting of stockholders, Aug. 11, to con- 
sider a plan of mutualizing the com- 
pany either by amending the articles of 
organization so as to make it a mutual 
instead of a stock company or through 
the organization of a new mutual com- 
pany and to transfer to it all the assets 
of the present company on the assump- 
tion by the new company of all the lia- 
bilities of the present National Guardian 
Life or in some other manner and by 
the payment and requirement of the 
stock outstanding. The plan has the 
approval of the executive committee and 
directors and Commissioner Mortensen 
of Wisconsin, who says: “We see noth- 
ing objectionable to this plan, or any- 
thing that might be criticized or which 
is not for the best interests of ‘all the 
policyholders of the company.” 


President Boissard’s Letter 


President Boissard in communicating 
the notice of meeting to stockholders 
comments on the reason for taking the 
step. He says: : 
_“When the Guardian Life issued its 
first policy on Oct. 11, 1910, the shares 
of its capital stock were held by more 
than 840 individuals. On Dec. 31, 1935, 
the number of shareholders had dimin- 
ished to 335. By mid-year, 1936, the 
shareholders numbered 325. This con- 
centration of interest comes largely 
through the settlement of estates of de- 
ceased shareholders. When, in 1920, the 
Guardian Life began issuing policies on 
the participating, or mutual, plan—based 
upon its ten years of experience—the 
commissioner of insurance assented only 
on condition that the charter of the com- 
pany be amended so “the capital stock 
of the company be not increased by 
stock dividends or otherwise.” 


Minimum Requirements Raised 


“Since 1920 (for reasons which need 
not be recited herein), many states (in- 
cluding Wisconsin) have increased the 
minimum requirement as to capital stock 
of life companies admitted to such states 
to $200,000 or more. Of course this is 
Not retroactive. But in our present sta- 
tus, the Guardian Life could not be ad- 
mitted to transact business in two im- 
mediately adjoining states. There are 
two present reasons for undertaking mu- 
tualization. Another reason—remote at 
the moment, and which possibly may 
(CONTINUED ON LAST PAGE) 





Life Indemnity Feature 
in Disability Is Big Loser 





Passing of the Pacific Mutual Life 
from the non-cancellable accident and 
health field and organization of a new 
company to take over the insurance in 
force, limiting benefits under existing 
non-can policies, emphasizes the diffi- 
culties that have been encountered in 
writing non-cancellable disability busi- 
ness on the life indemnity basis. 

The experience in writing life indem- 
nity for disability has been a painful 
one, involving not only non-can accident 
and health contracts, but also the total 
and permanent disability clause sold for 
many years by life companies. Several 
years ago most of the life companies 
got out of the disability income field 
after taking a severe licking on the 
whole. They are not, however, entirely 
out of this business, for they are paying 
benefits on and on, and they have large 
potential liability in the old contracts 
in force containing this clause. The Pa- 
cific Mutual continued to sell it, how- 
ever, after practically all competitors had 
quit the field, and withdrew the clause 
only this July when the necessity for 
the non-can change and company re- 
organization came to a head. 


Result Predicted for Years 


Conservative underwriters and medical 
men pointed out for several years that the 
kind of protection given by the life indem- 
nity feature could not be found any- 
where else in the insurance world, where 
uniform practice was to limit liability 
definitely by some stop loss provision. 
While the life indemnity was limited in 
amount of weekly or monthly payments, 
there was no limit on the number of 
years the company would pay, and a 
totally disabled policyholder who was re- 
ceiving a guaranteed living income 
through the insurance company’s per- 
iodic check, might and frequently did 
live for many years. The indeterminate 
liability caused great difficulty in esti- 
mating and setting up adequate reserves, 
a point which was very largely respon- 
sible for the Pacific Mutual’s difficulties. 


Looked on as Annuity 


However, there were other vital fac- 
tors responsible for the bad underwrit- 
ing results in this business generally. 
One of paramount importance was the 
excessive claim consciousness of the pub- 
lic during depression. Many people in 
financial difficulties instinctively turned 
to non-can disability insurance as a form 
of annuity. This condition was empha- 
sized in the case of the Pacific Mutual 
by the provision that disability need not 
be house-confining. This made it pos- 
sible for many assured to be nominally 
disabled without being restricted in their 
pleasures and recreations—an ideal ex- 
istence when the claim draft came regu- 
larly every month. 

Non-can accident and health insur- 
ance appears first to have been written 
in Scotland in 1885, income running to 
a limiting age, 55, 60 or 65, as distin- 
guished from the lifetime indemnity paid 
by many American companies. After 50 
years’ experience the company which 
originated this form shows experience 
much better than in the United States, 
where it was introduced in 1915. 





For a time in this country the cover- 
age was sold on a large scale, but by 
1925 most of the companies had with- 


drawn from the field, many of these 


being life companies which swung over 
to writing the disability income clause in 
connection with life policies. 

The first non-can disability policies 
paid life income for total disability from 
any occupation; later flat rates were 
used, the policies having two- to three- 
week elimination period. Flat rates were 
abandoned in 1921 and graded rates 
used. The coverage was expanded in 
the early years and many extra benefits 
offered, including partial disability, elec- 
tive indemnities, medical, surgical and 
hospital fees, death and dismemberment 
benefits. The disability definition was 
changed to inability to perform the du- 
ties of the assured’s occupation. 


Reserve Problem Difficult 


To meet eventual claims, companies 
were compelled to maintain heavy re- 
serves, more than one office being called 
upon by the departments from time to 
time to put up further amounts, those 
maintained, although usually substantial, 
being held insufficient. 

The underwriting committee of the 
Bureau of Personal Accident & Health 
underwriters in 1921 recommended aban- 
donment of the flat rate charge, and 
adoption of rates graded according to 
age. It further recommended the elim- 
ination of partial indemnity, elective in- 
demnities, hospital and nurses benefits 
and other extras and frills. ; 

The companies which continued or 
subsequently commenced to write life 
indemnity generally experienced in- 
creasingly unsatisfactory results, and 
with very few exceptions either have 

(CONTINUED ON LAST PAGE) 





Newspapers Give 
Extensive Space 
to Life Payments 











THE NATIONAL UNDERWRITER’S Life 
Payments Number was given wide 
recognition in the nation’s newspapers. 
The Associated Press sent out a special 
news release giving the national details 
and a majority of the newspapers pub- 
lished special local reports. 

In preparing the publicity for the Life 
Payments Number a special write up for 
each state is sent out so the local angle 
is featured. The great value of the pub- 
licity received on the Life Payments 
Number is the details about the local 
payments which interest the average 
citizen. 

THE NATIONAL UNDERWRITER solicited 
statements from the various state gov- 
ernors regarding the value of the life 
insurance payments to their respective 
states and several of them expressed 
surprise that such a large sum was dis- 
tributed in 1935 by life insurance com- 
panies. This only goes to show the value 
of local publicity in creating a favorable 

(CONTINUED ON PAGE 20) 





Pacific Mutual’s 
Scheme Is Given 


New Company Will Take Full 
Care of All but Non- 
cancellable 


OLD BUSINESS TAKEN OVER 


Insurance Commissioner of California 
Ratifies the Reorganization Plan 
and Commends Company 


PACIFIC MUTUAL FEATURES 


New Pacific Mutual will have 
$1,000,000 capital and $2,000,000 sur- 
plus. 

* * * 

All business of the new company is 
taken over and all policyholders will 
not be affected except the noncan- 
cellable policyholders who will have 
their benefits reduced according to age 
of policies. From 1918 to 1921, bene- 
fits paid will be 20 percent of those 
named in the contract; from 1921 to 
1926, 35 percent; from 1926 to 1929, 
45 percent; from 1929 to 1931, 55 
percent; 1931, 65 percent; 1932, 90 
percent; October, 1933, to July, 1935, 
full benefits. 

* * 

All existing claims will be paid in- 
cluding noncancellable benefits now in 
force. oie, * 

There will be no cash surrender on 
life policies nor policy loans for 60 
days. 

* * * 

All earnings in the future from the 
nonparticipating department that re 
sults in profit shall be used to refund 
as far as possible the reduction on 
noncancellable benefits. 

* * * 

The new company will be mutual- 

ized as soon as practicable. 
2 4 


* Ox 

Stockholders of the old company 
will be entitled to receive at prorata 
for 10 years net earnings from its non- 
participating department after holders 
of noncancellable policies shall have 
been restored to benefits originally 
provided. 


* * * 

All policyholders of the old com- 
pany with the exception of the non- 
eancellable people can either accept 
assumption and reinsurance with the 
new company under existing policies 
or file a claim with the insurance 
commissioner. The noncancellable pol- 
icyholders may either file claim or 
accept assumption and reinsurance of 
existing policies, according to the re- 
duced scale. 

kk Ox 

The amount of the deficiency given 
by Commissioner Carpenter of Cali- 
fornia is $23,025,471. 

oe 

Life policy dividends are not re- 
duced and may be increased. 


The rapidity with which the old Pa- 
cific Mutual Life was put in the hands 
(CONTINUED ON PAGE 12) 








2 


THE NATIONAL UNDERWRITER 








July 31, 19y 














Bird’s Eye View of the 
Northwestern Gathering 


By A. R. JAQUA 
Associate Editor Diamond Life Bulletins 


The meeting of Northwestern Mutual 
representatives annually at the home of- 
fice is not just a convention, it is an emo- 
tional experience. What is it that brings 
1,200 men and women from New York 
and Los Angeles, from Florida and 
Maine, to spend three hard days’ study- 
ing, listening, talking, thinking? And at 
their own expense! The company con- 
tributes one evening banquet and fur- 
nishes a hall for the meeting. It isn’t 
a question of just being “aye—and thrifty 
too,” when it comes to spending policy- 
holders’ money, the company is actually 
tight. . 

Some years ago, just before Presi- 
dent Van Dyke’s retirement, the direc- 
tors thought it would be a handsome 
thing to have a portrait of the president. 
The artist completed the job and the 
picture was hung in the board room and 
properly presented by one of the trus- 
tees. Asked Mr. Van Dyke: “Who will 
pay for this? The Northwestern Mutual 
has no money to pay for portraits of 
any of its officers.” And the board mem- 
bers dug into their individual pockets 
and paid the bill. For a company with 
approximately $1,100,000,000 of assets, 
that is an all-time high in trusteeship. 

ee tee e 

Singing.—One of the emotional high- 
spots of a Northwestern Mutual con- 
vention is the singing led by F. W. Car- 
berry, who plays upon the audience as 
though it was a pipe organ. Mr. Car- 
berry is blind. And when the rolling 
harmonies of “The Bells of St. Mary’s” 
swell to minor chord climax under his 
leadership you are practically lifted right 
out of your seat. There must be ma- 
terial for a hundred quartets in that 
gathering. 

2 kook 

Territory—On huge banners around 
the hall are listed the names of those 
representatives who “made” certain 
clubs. One of those clubs is the Mara- 
thon Club, the membership consisting 
of agents who pay for insurance on 100 
or more lives personally written during 
the year. Territory apparently doesn’t 
have much to do with becoming a mem- 
ber of this club. Herman Duval, has 
been a member for 21 years since the 
club’s inception, works in New York 
City, but M. H. (Hugh) Abernathy 
wrote 131 lives and he comes from a 
little village in Virginia of less than 
100 population. Again, Herman Fricke 
of Omaha, has been a member of the 
club for many years but so has Emmett 
Cowell, who comes from the thriving 
metropolis of Red Bud, Ill, and who 
wrote 175. lives during the past 12 
months. 

i eo ok 

Dr. Charles E. Albright.—Doctors are 
not normally considered the finest ma- 
terial for insurance agents. And cer- 
tainly anyone would agree that a man 
70 years old couldn’t be expected to 
write any great volume in a business 
which requires a lot of plain hard work 
and physical energy. But the man who 
has led the Northwestern Mutual field 
force of 6,000 agents for 30 consecutive 
years is one Dr. Charles E. Albright, 
a native of Tennessee, who is in his 70th 
year and who has placed on the books 
of the Northwestern Mutual (volume in 
other companies never revealed by him) 
a total of $64,699,000. At this 60th an- 
nual convention Dr. Albright announced 
that he was no longer a candidate for 
the special AA honor for largest re- 
ported business. And then 1,200 people 
arose and gave him a five-minute ova- 
tion and 30 red roses were handed to 
Mrs. Albright (to whom the doctor al- 
ways gives credit for his achievements) 
and bystanders had some difficulty in 
keeping dry eyes at witnessing the cli- 
max of a record which will probably 
never be surpassed in American life in- 
surance. 





Grant Hill—The director of agencies 
has practically nothing to do during the 
three-day convention. He attends all 
sessions; makes a number of speeches; 
calls most of the visitors by their first 
names and asks about the wife or baby. 
From four to 12 agents or general agents 
are outside his office at all spare mo- 
ments waiting to see him under the care- 
ful and able secretaryship of Miss Ken- 
redy. At 12 o’clock Grant Hill is lis- 
tening to a speech at convention hall; 
at 12:30 he is interviewing men at his 
office; at 1 o'clock he is saying hello to 
a lot of the boys in the tavern room 
of the Pfister hotel and at 1:30 he is 
making a speech to some one or other 
of the various seminar groups. He is 
the iron hand in the velvet glove—the 
man who can write a million a year him- 
self as a personal producer, and every- 
one knows it. He can appoint a gen- 
eral agent and make the fellow who 
thought he ought to have the job like 
it. Being sales manager for 6,000 sales- 
men and 84 branches is a man’s job. A~ 
man is running the job. 


* 

Medical Department.—Chief of the 
medical force for the Northwestern Mu- 
tual since way back yonder is Dr. J. W. 
Fisher, 80 odd years old and with 60 
years of experience back of him. Just an- 
nounced is his retirement and the ap- 
pointment of Dr. D. E. Wenstrand as 
successor, an appointment which met the 
entire approval of the entire field force. 
From 8 o'clock in the morning until 6 at 
night a stream of agents and general 
agents pour into the rooms of the dozen 
doctors—‘“Why was this case declined?” 
“T want to tell you something about this 
one,” “I don’t feel very well—what do 
you think I ought to take?” 

Dr. Wenstrand pauses briefly in the 
rush to receive a telephone call from 
Cincinnati that his daughter, Janet, is 
the proud mother of an 8-pound girl. 
Janet is Mrs. Howard S. Hatfield, and 
Mr. Hatfield is supervisor in the William 
J. Mack agency of the Northwestern 
Mutual in Cincinnati. From her bed in 
the hospital in Cincinnati, 30 minutes 
after the birth of her girl, Janet talks 
on long distance to her father and Dr. 
Wenstrand finds it difficult for a few 
minutes to keep his mind on ulcers and 
tumors and a tuberculosis history as 
mentioned in the sheaf of papers repre- 
senting the case before him. 

* * x 

“Bob” Olsen—About 10 years ago a 
sophomore in the University of Minne- 
sota threw his books in a snow bank 
and went down to sell life insurance. 
For three years, he says, he wore one 
suit, one shirt and ate one meal a day. 
And then he finally got the idea of 
what it was all about and at this con- 
vention was chairman of the half-mil- 
lion club. He was elected president of 
the Association of Agents for 1936-1937. 

kak 

Kansas.—Fifty years ago the father of 
the present assistant director of agen- 
cies, Urban Poindexter, and the present 
general agent in St. Louis, Clarence 
Poindexter, appointed two Kansas agents 
for the Northwestern Mutual. One was 
P. M. Anderson at Wichita, Kan., and 
one E. H. Anderson at Topeka—no re- 
lation. In 1936 these two gentlemen 
quizzed each other as to the difference 
in selling methods 50 years ago and to- 
day, and the audience just loved them. 
Each has written as much as half a mil- 
lion. One was on the app-a-week list 
for 17 years. Two grand gentlemen 
who started to sell life insurance when 
there was less than four billions of in- 
surance in force in the whole United 
States as against 103 billions today; who 
sold life insurance when the total assets 
of all companies was about half a billion 





as compared with 23 billion today; when 
the ordinary insurance written and paid 


for during a year was about 600 million 
as compared with about 15 billion today. 
ek 


C. L. U—The Northwestern Mutual 
claims more chartered life underwriters 
than any other company. It is having 
something of a fight to keep ahead of 
the Equitable of New York. The North- 
western Mutual folks think they can 
prove that any qualified underwriter who 
will study for and pass the C. L. U. ex- 
amination can make more money, but 
that is not what they are stressing. They 
say the degree will increase the ethical 
and business standards of the life in- 
surance busitiess; that it will help them 
give better service to their policyholders. 
If you would like to know what a prac- 
tically perfect agency force would look 
like, attend the Northwestern Mutual 
C. L. U. luncheon meeting. 

te ae 


Settlement Options.—Back in the gay 
90s, the Northwestern Mutual realized 
that money alone at death was not 
enough, that it was up to life compa- 
nies to furnish management for that 
money. And so it offered management 
under the settlement options. Not much 
use of the options was made for many 
years, but today out of a three-day con- 
vention one-half day is spent on the 
subject. Bert B. Boyd, able and alert 
district agent of Kansas City, Mo., talks 
on programming and he is followed by 
Harry R. Ricker, assistant secretary of 
the company, who has built up one of 
the best settlement options departments 
in the country. THe NATIONAL UNDER- 
WRITER book “Sensible Programming” 
was written by one of Harry Ricker’s 
bright boys, L. A. Timmerman. 

oka 


The company.—What is it that makes 
a life insurance company? Ex-insurance 





superintendent of New York, Georges 
Van Schaick says it is “Managemes 
and Field Men.” Few will dispute thy 
the 6,000 field representatives of the 
Northwestern Mutual as a group kno, 
no superior. And as for managemey 
they have at the head of the groy 
President M. J. Cleary, with the [rg 
instinct for picking the right man fy 
the right place and the thrifty, honey 
trustworthy, dependable character of oy 
long steeped in the Northwestern traf 
tion of trusteeship. 

Mr. Van Schaick speaks the truth, py 
not quite the whole truth. A life com. 
pany is greater than any of its part 
“Mike” Cleary is a great president; fF. 
W. Walker, H. C. Thomas and Edmunj 
Fitzgerald are vice-presidents any finap. 
cial institution would envy. Percy 
Evans is a splendid actuary. D. E, Wer. 
strand is “tops” as a medical director 
Grant L. Hill is unsurpassed as a direc. 
tor of agencies, but these men singly or 
together do not make the Northwestern, 
They can help it grow, but they don't 
make it. The company and its trad. 
tions; the field force and the policy. 
holders; these are bigger than any of 
these officers or all of them. And con 
stantly in their talk you will hear tha 
note sounded; “We direct, but only a 
the hired servants of our policyholders.” 
. . . “We expand, we do new things, 
try new ideas, but only with the idea of 
furthering the life insurance service—to 
give more and better service to more 
people and we do nothing that is not to 
the best interests of the policyholders 
who own this company.” 

A life company is a cooperative finan- 
cial institution for the furtherance of in- 
dividual economic security. If you wish 
an exposition of that, attend an annual 
meeting of the association of North- 
western Mutual agents. — 








































Palmer Names Committees 
of the Commissioners Body 





Ernest Palmer, insurance director ot 
Illinois and president of the National 
Association of Insurance Commissioners, 
this week announces the personnel of 
the various committees. He sent a let- 
ter to the commissioners calling atten- 
tion to the 13 standing committees and 
the two special committees. Then at the 
annual meeting there were two other 
special committees named for a specific 
purpose, first, to study the standard fire 
insurance policy form and report at the 
Hot Springs meeting, and second, to 
study the accident and health policy form 
and report at the same meeting. He 
asked the commissioners to indicate their 
preference as to membership on commit- 
tees. It brought a response from 39 
states, 26 of whose commissioners ex- 
pressed definite preferences. The balance 
desired to leave appointments to the 
judgment of the president. 

The examinations committee seemed 
to be the most popular as 25 states re- 
quested appointments and five commis- 
sioners requested the chairmanship. 
However, President Palmer states that 
following the old time custom the chair- 
manship was left with the secretary of 
the association, Commissioner Read ot 
Oklahoma. He asserts that he has at- 
tempted to appoint committees with due 
regard to geographical location as well 
as indicated preference. The personnel 
of the committees is as follows: 

Accident and Health—Smith, Utah, 
chairman; Spencer, Me., vice-chairman; 
Brown, Ariz.; Carpenter, Calif.; Parker, 
Ga.; Bakes, Ida.; Smrha, Neb.; Sullivan, 
N. H.; Boney, N. C.; Bowen, Ohio; Tobin, 
Tenn., and Justice, W. Va. 

* * * 

Group Accident and Health Policies 
(Special) — Bowen, Ohio, chairman; 
Moor, D. of C., vice-chairman; DeCelles, 
Mass.; Gough, N. J., and Pink, N. Y. 


* * * 
Examinations—Read, Oklahoma, chair- 
man; Williams, Mississippi, vice-chair- 
man; Blackall, Conn., McClain, Ind.; 


Murphy, Iowa; DeCelles, Mass.; Ketcham, 





Mich.; O’Malley, Mo.; Smrha, Neb. 
Bowen, Ohio; Earle, Ore.; Hunt, Pa; 
Dawson, S. D.; Bowles, Va., and Han, 
Wyo. 

* * 

Laws and Legislation—Blackall, Conn. 
chairman; Bowles, Va., vice-chairman, 
Julian, Ala.; Carpenter, Cal.; Yetka, 
Minn.; Pink, N. Y.; Dawson, S. D.; Smith, 
Utah; Pingree, Vt.; Sullivan, Wash- 
ington. 

* * * 

Blanks—Robinson, Ohio, 
Haffner, Ill., vice-chairman; Hooker, 
Conn.; Bakes, Ida.; Thompson, Ind. 
Speidel, Iowa; Higdon, Kan.; Roogs, Ky.; 
O’Connell, Mass.; Reault, Mich.; Guertin, 
N. J.; Collins, N. Y.; Evans, Pa.; Daniel, 
Tex., and Coulbourn, Va. 

* * * 

Social Security—Sullivan, Wash., chair 
man; Yetka, Minn., vice - chairman, 
Cochrane, Colo.; Hammond, Del.; Knott, 
Fla.; Hobbs, Kan.; Conway, La.; O'Mal- 
ley, Mo.; Holmes, Mont.; Earle, Ore: 
Cummings, R. I.; King, S. C., and Mor- 
tensen, Wis. 


chairman, 


* * * 
Taxation—DeCelles, Mass., chairman, 
Earle, Ore., vice-chairman; Gentry, Atk 
Blackall, Conn.; Murphy, Iowa; Hobbs, 
Kan.; Hanna, Md.; Ketcham, Mich.; 
Yetka, Minn.; Smith, Utah, and Sullivan, 
Wash. 
ok ok 
Unauthorized Insurance—Gentry, Atk 
chairman; Ham, Wyo., vice-chairmal 
Hammond, Del.; Moor, D. of C.; Knott 
Fla.; McClain, Ind.; Conway, La.; Hanna, 
Md.; Yetka, Minn.; Williams, Miss. 
Schmidt, Nev.; Biel, N. M.; Bowen, Ohi 
Earle, Ore.; Cummings, R. I. 
* * Xx * 
Valuation of Securities—Pink, N. aoe 
chairman; Gough, N. J., vice-chair 
Blackall, Conn.; McClain, Ind.; Murpi 
Iowa; DeCelles, Mass.; Boney, ae: 
Hunt, Pa.; Daniel, Tex.; Smith, ’ 
Bowles, Va.; Sullivan, Wash. 
we OF ;, 
Interstate Liquidation and Reors®® 


zation (Special)—Carpenter, Cal., peal 
man; Pink, N. Y., vice-chairman; ee: 


Ark.; .McClain, Ind.; Yetka, 
(CONTINUED ON LAST PAGE) 
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jr Kansas City Life 
Ispute t a 
ves off = Bid Is Accepted 


lanagement 


the SOU, : ; 

A the IrisMi/(ontinental Life of St. Louis Is 
it m 

ity, ot. Sold—Final Order Entered 


icter of on 
Stern tradi. 


by Judge 






















> truth, but 

\ : e comM™[ AS NON-INTEREST LIEN 

r Its parts, 

esident; F. 

an Contract Favorable to Policyholders— 

Se: i. Pay Contracts as They Mature— 

- E. Wen. 

sb Gece Take Care of Balances 

as a direc. 

1 singly or eee 

thueeied ST. LOUIS, July 30.—Circuit Judge 

they don't MM joynt has authorized and directed Super- 

its trad MR ntendent O’Malley to enter into a con- 

he policy il th ts and i of 

an any of fm tact to se the assets and insurance 

And con qi the Continental Life of St. Louis to the 

hear that MM Kansas City Life. The necessary con- 

ot 4 BB tracts and decree of court were signed 

a things immediately and are now effective. 

he idea of Me With but one slight minor change the 

ervice—to MR contract of sale as finally approved was 

! hfe identical with the original bid of the 

cyholder: A Xansas City Life which Alfred M. Best, 
president, and Raymond T. Smith, vice- 

‘ive finan- president of Alfred M. Best Company, 

wae ysl several weeks ago testified before Judge 

bagi Joynt was the “most favorable reinsur- 

£ North ge auce contract ever offered for the busi- 

“"" BB ness of a company presumed to be in- 

solvent.” Judge Joynt authorized a pay- 

—— @ ment of $3,000 to Mr. Best and Mr. 


Smith for their services in connection 
with the consideration of the eight bids 
submitted last April for the Continen- 
tal’s business. 


Declares Company Insolvent 


Prior to approving the sale to the 
Kansas City Life, Judge Joynt entered 
an order terminating the rehabilitation 


, Neb; MM of the Continental Life. He then de- 
int, Pa.; clared the company to be insolvent and 
id Ham, @® ordered the dissolution of the corpora- 
tion, 
‘ie ; Under the terms of the contract of sale 
dirman, ee Kansas City Life takes over all o 
Yetka, ee the business of the Continental Life. A 
: Smith, J "N-interest lien of 50 percent is being 
Wash- (@ Placed against the reserves of the non- 
registered policies, but this will affect 
only the cash surrender or loan values 
irman; &% Of such policies. Death claims, matured 
“—* endowment, disability benefits, annuity 
” ky.  ‘oltracts, supplemental contracts, policy 
Suertin, settlement agreements and all other ma- 
Daiitel turing life and disability contracts and 
agreements of the Continental Life will 
be paid as they mature. 
., chair- Retains $225,000 Cash 
‘Knott Superintendent O’Malley turned over 
O’Mal- to the Kansas City Life ail of the assets 
| Ore; of the Continental Life except $225,000 
d Mor- Cash which is being withheld to pay the 
Costs of the litigation involving the com- 
. pany and the expenses in connection 
An: with the rehabilitation program carried 
Hobbs, on since May 25, 1934. Legal fees here- 
Mich tofore allowed to various attorneys and 
iIlivan, others in connection with the long drawn 
out court battling will be paid from this 
$225,000 fund. 
, Ark. . Within 60 days the Kansas City Life 
a 'S to pay all of the balance due on en- 
i dowments, annuities, supplemental con- 
ny tracts, etc., h 
Miss.: \ c., heretofore due and not yet 
Ohio: Paid. This 60-day waiting period is to 
orm the purchaser to prepare its 
roe and records to determine just 
w. Yo i lat is due such policyholders or bene- 
ae Ciaries, 
wet Department to Be Represented 
Utah; at the time being the 70 odd home 
will b employes of the Continental Life 
be € retained by the Kansas City Life 
-gani- atel no attempt will be made to immedi- 
chair ‘ly Move any of the books or records 





to Kansas Ci 
wie City. 





" y. Frank Aschemeyer, 
as been in charge of the Conti- 
(CONTINUED ON PAGE 22) 













Pink to Make No Reply to 
Commissioner Earle, Oregon 





DIFFERENCE CAN BE SETTLED 





New York Official Declares His Depart- 
ment Will Cooperate in Any 
Advantageous Way 


NEW YORK, July 30.—Superintend- 
ent L. H. Pink has no present intention 
of replying to the recently issued state- 
ment by Commissioner H. H. Earle of 
Oregon, either as to the latter’s criticism 
of his views upon joint’ departmental 
examinations, or his suggestion of a re- 
volving fund to guarantee the integrity 
of all insurance contracts. The position 
of the New York superintendent in both 
connections is a matter of public record, 
and he stands squarely upon it, conced- 
ing at the same time the entire right of 
others to hold contrary views. The New 
York department, Mr. Pink avers, is 
ready at all times to cooperate with de- 
partments of other states in any move 
that will be to the advantage of the in- 
stitution of insurance and the public in- 
terest. Whatever differences of opinion 
may obtain among supervising officials 
as to administrative policy, he is confi- 
dent, can be amicably adjusted. 


Insurance Trust Upheld 


LINCOLN, NEB., July 30.— The 
state supreme court, in overturning a 
judgment for $10,466 against the execu- 
tors of the estate of C. E. Reynolds and 
their bondsmen, holds that where an 
insurance trust is created—in this in- 
stance for $50,000—the proceeds belong 
exclusively to the person named as bene- 
ficiary, and are not part of the assets of 
his estate. It follows that the executors 
of his will, which did not designate the 
proceeds as part of his estate, are not 
personally liable because they did not 








Mutualizer 






































GEORGE A. BOISSARD, Madison, Wis. 


President George A. Boissard of the 
National Guardian Life of Madison, 
Wis., who is heading the movement to 
mutualize that company, is a thorough- 
going believer in the trusteeship re- 
sponsibility of life insurance for policy- 
holders, and is one of the most 
conscientious executives, whose heart is 
with the people who are insured. 








use a sufficient part to pay off claims 
against his estate. The court says that 
ordinarily life insurance forms a part 
of an estate, but where the proceeds 
are placed in a trust the proceeds are 
not the property of the heirs and can- 
not be claimed as part of the assets of 
the estate. 








tially, this was his reply: 


on notice, as the lawyers say. 


course. 


natural appeal. 


Independence Square 





“MY PRODUCTION ROSE AGAIN!” 


We asked a record-making underwriter what he understood 
by the statement so often heard, that we must adapt our 
selling to the present-day attitude of the public. 


About two years ago I began to notice that the safety approach 
to a prospect got very little interest response. 
interrupted with, “Yes, I know all about that! 
that the life insurance companies are safe and sound—they found it 
out when they needed money during the depression.” That put me 
I picked out a dozen prospects from 
cards in my prospect file on whom to experiment, and gave them a 
retirement income and family maintenance sales talk—organized, of 
The result satisfied me that the safety jitters had left the 
mind of the public, and that again old age, clean-up fund, mortgage 
coverage, monthly income for widow, education for the children, 
emergency fund, were getters of immediate attention and had their 
My production rose again! 


In brief, the safety approach wastes time and dulls or 
kills attention unless the prospect himself—which seldom 
happens now—is chiefly concerned about it. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Substan- 


And one day I was 
Everybody knows 


PHILADELPHIA 




















Modern Woodmen 
License Revoked 







Superintendent O’Malley of Mis- 
souri Takes Drastic Action 
After a Hearing 


CHARGES THAT ARE MADE 











No Official of the Fraternal Appeared at 
the Conference Held Last 
Tuesday 






ST. LOUIS, July 30.—Superintendeat 
O’Malley at Jefferson City announced 
that he has revoked the Modern Wood- 
men’s authority to do business in Mis- 
souri. In a letter being sent to the fra- 
ternal he made known this decision 
which was based upon the testimony 
submitted at the department hearing. 

In his official notice he said: 

“You have failed to comply with the 
provisions of article 13, chapter 37, re- 
vised statutes of Missouri, 1929, that 
you are conducting your business fraud- 
ulently; that you are not carrying out 
your contracts in good faith; that you 
have exceeded your powers as provided 
in your constitution and by laws as well 
as the laws under which your are incor- 
porated. All of which was proved by 


evidence adduced in support of the 
charges made.” 


No Woodmen Officials Present 


There were five hours of testimony 
designed to sustain and elaborate upon 
the findings and recommendations of the 
Missouri’s department’s examination of 
the Modern Woodmen at Jefferson City 
Tuesday. 

As was expected none of the officials 
of the fraternal appeared and no individ- 
ual came forward with a defense against 
the charges although at the conclusion 
of the department’s testimony Mr. 
O’Malley gave opportunity to anyone 
present to be heard. 

Into the record went the department’s 
report and the exceptions made by the 
Modern Woodmen’s officers prior to the 
hearing granted to them at Rock Island, 
lll., on May 8-9, as well as a complete 
transcript of the RockIsland sessions, 
and also copies of various reports filed 
by the organization in Canada that dif- 
fered in policy reserve calculations with 
similar reports made to the Missouri de- 
partment for the same years. These 
discrepancies were usd to sustain one of 
the charges that the fraternal had made 
false and misleading official statements 
to the department. 


Transfer to Benefit Fund 


Testimony was given by C. E. Nelson, 
consulting actuary of the department, 
al E. Mathis, who was the examiner 
in charge of the examination and other 
examiners that it was impossible for the 
superintendent to obtain an accurate pic- 
ture of the true financial condition 
through the official reports that were 
filed with his department from year to 
year. This they said was especially true 
as to the ratio of actual to expected mor- 
tality and also the amount of first year’s 
premiums properly belonging to the 
general expense fund. 

It was brought out that after the close 
of the examination, the national execu- 
tive council transferred from the gen- 
eral fund to the benefit reserve fund $1,- 
229,082 which the examiners had charged 
was improperly diverted from the bene- 
fit fund from year to year prior to Oc- 
tober, 1935. 

There was testimony that the organ- 
ization is now rewriting some of its 

(CONTINUED ON PAGE 22) 
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Claris Adams President 
of the Ohio State Life 





HAS HAD A ROUNDED CAREER 





Will Leave His Present Position of 
Executive Vice-president Amer- 
ican Life of Detroit 





Claris Adams, executive vice-presi- 
dent of the American Life of Detroit, 
who becomes president of the Ohio 
State Life, taking his place Sept. 1, is 
well known-to the life insurance fra- 
ternity because of his various activi- 
ties. Until he arrives in Columbus 
Frank A, Knapp of Bellevue, O., chair- 
man of the executive committee, will 
continue as acting president. Mr. 
Adams is renowned for his remarkable 
oratorical ability, his splendid person- 
ality, his intellectual capacity and his 
genial disposition. He has had experi- 
ence in executive, investment, legal and 
insurance work. 


Mr. Adams’ Career 


Mr. Adams was born at Mt. Carmel, 
Ill., Feb. 8, 1891. He graduated at But- 
ler College in Indiana and took his law 
degree at the Indiana Law School. He 
practiced law in Indianapolis from 1912 
to 1926, serving as prosecuting attorney 
of Marion county. When he retired 
from public office he joined the law 
firm of Turner, Adams, Merrill & 
Locke which specialized on insurance 
practice. The head of the firm was 
George Edgar Turner, who had been 
deputy insurance commissioner of In- 
diana and who is well known to the 
insurance fraternity, having recently re- 
tired as president of the First Reinsur- 
ance of Hartford. 


Goes with American Life Convention 


In 1926 Mr. Adams was appointed 
executive secretary and general counsel 
of the American Life Convention, In 
that place he developed a wide reputa- 
tion, taking the organization to a high 
point of efficiency. It marked the lay- 
ing aside of the old mantle and the 
donning of a new. Through his diplo- 
macy and good nature Mr. Adams ce- 
mented the ties of membership and in- 
creased greatly the service of the 
A.L.C. He resigned this position in 
1929 to go with President C. L. Ayres 
of the American Life as executive vice- 
president and in that office has secured 
valuable practical experience in adminis- 
trative lines. 

There are no other changes in the 
Ohio State Life. John M. Sarver, for- 
mer president, is chairman of the board. 


Adams to Go on Agency Cruise 


Although Mr. Adams will not enter 
upon his duties with the Ohio State 
Life until September, he will go with 
the field men on their cruise to Quebec, 
leaving Cleveland Sunday. The annual 
agency assembly will be held in con- 
nection with the cruise. In addition 
to the field men, the following from the 
home office will make the trip: Dr. C. E. 
Schilling, vice-president and medical di- 
rector, and Mrs. Schilling; Agency 
Vice-president Frank L. Barnes and 
Mrs. Barnes; Field Superintendent W. 
V. Woollen, and Mrs. Woollen, and 
George O. Tomlins, head of the acci- 
dent and health department. Mr. Adams 
has been elected a director of the Ohio 
State. 

Mr. Adams during the last few years 
in Michigan has been very active in Re- 
publican politics. He is now president 
re _ Michigan League of Republican 

ubs. 


Postoffice Probe of Wildcats 


The St. Louis Better Business Bu- 
reau reports that postoffice inspectors 
are making an investigation into the ac- 
tivities of several unlicensed insurance 
companies operating out of St. Louis, 
including the Franklin Life Benefit As- 








New President 








CLARIS ADAMS 


Claris Adams, executive vice-presi- 
dent of the American Life of Detroit, 
who resigns to become president of the 
Ohio State Life of Columbus, Sept. 1, 
was born Feb. 8, 1891, at Mt. Carmel, 
Ill., educated at Butler College and In- 
diana law school... He was formerly 
prosecuting attorney for Indianapolis 
and practiced law there in a conspicuous 
way before becoming secretary and gen- 
eral counsel of the American Life Con- 
vention. 








sociation and Prudential Assurance As- 
sociation, both incorporated in Dela- 
ware; Missouri Farmers & Merchants 
Benefit Association and Farmers & 
Merchants Benefit Association. It is 
stated that none of these concerns is 
licensed in Missouri or any other state. 


Curry Succeeds Atwater 


Attorney T. B. Curry of Hartford has 
been appointed chief clerk of the Con- 
necticut department, succeeding B. H. 
Atwater, who resigns after 34 years’ 
service. 








Canadian Superintendents’ 
Program Is Now Announced 





B. A. DUGAL THE PRESIDENT 
Ernest Palmer of Illinois and L. H. Pink 
of New York Will Give 
Addresses 








B. Arthur Dugal, insurance superin- 
tendent of Quebec and president of the 
Association of Superintendents of In- 
surance of the Provinces of Canada, 
announces the program of the annual 
meeting to be held at the Chateau Fron- 
tenac Hotel, Quebec, Aug. 25-28. 

Ernest Palmer, insurance director of 
Illinois and president of the National 
Association of Insurance Commissioners, 
is on the program for the first session 
on the morning of Aug. 25, following 
Mr. Dugal’s presidential address. H. D. 
McNairn, Ontario superintendent of in- 
surance, will give the secretarial report. 
At the annual banquet that evening Su- 
perintendent L. H. Pink of the New 
York department, chairman of the exec- 
utive committee of the National Asso- 
ciation of Insurance Commissioners, will 
be the guest speaker. 


Committees to Report 


During the conference H. G. Garrett, 
British Columbia, will report for the 
committee on life insurance legislation; 
A. E. Fisher, Saskatchewan, for fire in* 
surance legislation; H. McNairn, 
Ontario, on definitions and interpretation 
of underwriting powers of fire, marine 
and casualty companies; Mr. McNairn 
on automobile insurance legislation and 
standard forms; Charles Heath of Mani- 
toba, on accident and sickness insurance 
legislation. Mr. Heath and W. K. Colin 
Campbell, cliief inspector Ontario de- 
partment, will report on the annual 
statement blanks. Mr. Dugal will report 
for the committee on valuation of se- 
curities and also on credit and free in- 
surance evils. Subsequent sessions will 
be devoted primarily to the considera- 
tion of committee reports. John Edwards 
of Ontario is conference secretary. 


Mrs. H. Clay Evans Johnson, 22, whose 
husband is the son of Dr. J. _W. Johnson, 
president of the Interstate Life & Acci- 
dent, died in a Chattanooga hospital 
July 24. An infant son is doing nicely. 








THE WEEK IN INSURANCE 





The old Pacific Mutual Life is to be 
liquidated and its business has been 
taken over by a new company of the 
same name. Pagel 
* * 

Noneancellable life income disability 
insurance practically fades from picture 
with Pacific Mutual Life’s reorganization 
Plan limiting benefits in existing non- 
cancellable contracts. if Pagel 


The National Guardian Life of Madi- 
son, Wis., has called a meeting of stock- 
holders for Aug. 11 to vote on a plan to 
mutualize the company. Pagel 

*x* * x 

A. R. Jaqua, associate editor Diamond 
Life Bulletins, gives a birdseye view of 
the agency convention of the Northwest- 
ern Mutual Life. Page 2 

* * x 

Program is announced for the annual 
meeting of the Association of Superin- 
tendents of Insurance of the Provinces of 
Canada to be held at Quebec. Page 4 


* * x 

Decline of 13 percent in 29 life com- 
panies farm mortgage holdings shown 
in U. S. arises ie | review. Page 10 

* * 

Claris Adams, executive vice-president 
of the American Life of Detroit, has been 
elected president of the Ohio State Life 
of Columbus, O, —— Page 4 


Ernest Palmer of Illinois, president 
National Association of Insurance Com- 
missioners, announces the committees of 
the organization. . Page 2 

* 

Sale of Continental Life of St. Louis 
to Kansas City Life approved. Page 3 
* * * 

Speakers are announced for annual 
meeting of International Claim Associa- 
tion, Page 8 





Superintendent L. H. Pink of New 
York will make no reply to the recently 
issued statement of Commissioner Earle 
of Oregon, criticizing the New York offi- 
cials for his position on convention ex- 
aminations. Page 3 

* * * 

Superintendent O’Malley of Missouri re- 
fuses to postpone the hearing on the 
Modern Woodmen’s examination. 


* * * 

J. Harry Wood leaves Sales Research 
Bureau and returns to John Hancock 
Mutual Life as comptroller of agencies. 

Page 11 
* * * 


Chester 0. Fischer is elected a vice- 
president of the Massachusetts Mutual 
Life. Page 22 

* * * 


L. C. Mersfelder of Oklahoma City, 
state manager of the Kansas City Life, 
voices his disapproval of life men using 
accident and health as approach to life 
insurance. ee Page 9 

* 


Increase in number of requests for 
policy loans noted by Northwestern Na- 
tional Life. Page 8 

* * * 


Robert L. Jones, general agent State 
Mutual Life in New York City, retires, 
being succeeded by R. H. Denney of the 
Cleveland agency. "i Page 18 

* O* 


Newspapers finance circulation of peti- 
tion to place Missouri insurance code 
bill in the ballot in order to secure 
official advertising revenue. Page 8 

*x* * * 

Program for meeting of Insurance 
Law Section of American Bar _ As- 
sociation in Boston Aug. 25-26 is an- 
nounced. Page 4 


Page 3 





A.B.A. Insurance Law Group 
Boston Program Announc, 


COMMITTEES ARE TO REPOR 





Two-day Meeting Aug. 25-26 Promis, 
Discussion of Several Impor- 
tant Proposals 





Important angles of insurance [gy 
will be taken up at the annual meetin, 
of the Insurance Law Section of th 
American Bar Association scheduled t 
begin in Boston Aug. 25. This will be 
a two-day meeting with a full speaking 
program and important committee fr. 
ports. 

The opening session will be in the 
John Hancock Mutual Life auditorium, 
the annual dinner at the Statler hotel 
and five round table conferences at the 
University Club. 

Commissioner De Celles of Massachv- 
setts will welcome the visitors the first 
morning, Chairman W. Stanley, 
Wichita, Kan., responding. First Dep. 
uty Spencer of of the New York depart. 
ment, secretary of the section, will re. 
port.” 


Committee’s Conclusions 


Among matters to be taken up in com- 
mittee reports will be the uniform liqui- 
dation law proposed by the committe 
on qualification and regulation of insw- 
ance companies following a year’s study 
by a sub-committee; majority and mi- 
nority reports of the special committee 
on social security and unemployment in- 
surance law, the majority report being 
that social security as contemplated in 
the federal act is not within the delegated 
powers of the United States govern: 
ment and a minority report defending 
constitutionality of the act and urging it 
be supported; the revised model bill pro- 
viding for a method of discharging cor- 
porate sureties on public official and f- 
duciary bonds, prepared by a standing 
committee on fidelity and surety insur 
ance law; a plan for uniform state legis- 
lation control and regulation of unav- 
thorized insurance companies; report 0! 
latest trends in occupational disease 
legislation by the standing committee on 
workmen’s compensation and employers 
liability and a summary of workmen’ 
compensation insurance decisions; rec- 
ommendation of the membership com- 
mittee that the section continue the 
charge for annual dues in addition to 
annual dues of the association. 

The first round table will be on life 
insurance law with T. B. Gay presid- 
ing. The second round table will be on 
health and accident insurance law, F. E. 
Spain presiding; third on casualty ané 
workmen’s compensation and employ: 
er’s liability insurance law, with C. F. 
Robinson as chairman; the fourth on 1 
delity and surety insurance law, with 
P. E. Reeder chairman, and fifth, fire 1- 
surance law, with W. Brown 4 
chairman, 

Speakers in the life round table, T. B. 
Gay, presiding, are: B. B. Wheeler, Bal- 
timore; J. F. Handy, assistant genera! 
counsel, Massachusetts Mutual Lite: 
Basil S. Collins, assistant vice-president 
Old Colony Trust Company, and pres! 
dent Life Insurance Trust Council, Bos- 
ton. 


Interesting Montana Contest 


At the Montana primaries, John J: 
Holmes, present insurance comms 
sioner, received the Democratic nom 
nation with about 10,000 majority 
George P. Porter, former insurance com 
missioner, who was an old-timer 1n the 
ranks, has been nominated on the h& 
publican ticket. 





New “Service” Organization 

Northwestern Investors Service, Int. 
has been organized at Minneapolis 
offer among other things expert serv 
ice and advice on life insurance. Rob- 
ert Cowling, Minneapolis attorney, * 
president, 
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“SMALL CHANGE” 
buys BIG Policy 


- ...and this Family is Worry-Free | 


See what 79¢* a day can buy. . . Just “small change”, but 
small amounts can assure future security for the whole family when 
put to work on the Bankers Life Family Protection Plan. 

Should you die before the 20th anniversary, this plan will pay your 


wife: 
1. $1,000 for immediate emergencies 


2. $100 each month up to the 20th anniversary of the policy 
3. $10,000 cash on the 20th anniversary 

You can see what big returns could come to your family under the 
above plan during the first twenty years of the policy—as much as 
$35,000 and in no event less than $10,000—and then... 

After the first,twenty years your premiums would be reduced and 
should you die, the policy would pay $10,000. 
Should you live, you can have a Monthly Income at Re- 
tirement Age. That’s even more than a Big Policy — it’s 
a Great Policy. 

Fer complete information send coupon below. £ ra 
*At age 30. If younger, a few cents less; if older, a few cents more. {fnerns ae 


BankKeERS LirE COMPANY 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY. 
Established 1879. 
DES MOINES 


| Send for FAMILY PROTECTION Plan 


Bankers Life Company, Des Moines, Iowa 8-66 

I can save ¢ per day. How much Family Protection will that buy, beginning at 
my present age, ____years? Please tell me how much monthly income this plan provides, 
beginning when I am years of age. 











Name 
Address 
City. State 

This advertisement appeared in the June issue of Better Homes and Gardens. 
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THE LINCOLN NATIONAL LIFE 
PROVIDES ITS FIELD MEN WITH: 


A Complete Line of 


Contracts 


The LNL man is never at a loss for something 
to sell. He has a sales story to present whether 
his prospect be young or old, man or woman, 
interested in investment or protection or both. 

In his kit is a complete line of life insurance 


and annuities. 


THE LINCOLN NATIONAL 
LIFE INSURANCE 
COMPANY 


FORT WAYNE, INDIANA 


Maintains 81 Branch Offices 











INDICATES ITS CHARACTER 





ITS NAME 








fifty-Day Drive 
for Rhodes’ 50 
Years Mapped 





In appreciation of Vice-president E. 
E, Rhodes, the Mutual Benefit begin- 
ning Aug. 3 will conduct a business pro- 
duction campaign continuing for 50 
working days and terminating Oct. 1. 





E. E. RHODES 


On Aug. 3, Mr. Rhodes completes 50 
years of service with the Mutual Bene- 
fit. 

Mr. Rhodes’ association with Mutual 
Benefit—covering almost his entire 
business career—began when as a 
young man just out of high school, he 
applied for an opening in the mathe- 
matical department. The home office 
employed only about 50. The position 
he sought had already been filled, but 
while he had come without recommen- 
dations, an interview with B. J. Miller, 
then mathematician, and an examina- 
tion by President Amzi Dodd earned 
him a position at a probationary salary 
of $250 a year. 


Became Miller’s Understudy 


Mr. Rhodes was assigned a desk near 
Mr. Miller and from that time until 
Mr. Miller’s death, Mr. Rhodes was his 
understudy and constant companion. 
His daily contact with the mathematics 
of insurance gave him a thorough train- 
ing in the responsibilities and duties of 
a mathematician. It was from Mr. 
Miller also that he received early in 
his career the executive training that 
was to serve him well in later years. 

In time, Mr. Miller was elected first 


vice-president, retaining the title of 
mathematician. Mr. Rhodes became 
assistant mathematician and when, in 


1905, Mr. Miller died, Mr. Rhodes suc- 
ceeded him as mathematician. In 1908, 
he was elected vice-president, which po- 
sition he now holds, and in 1912, was 
named director of the company. In 
June, 1919, under pressure of executive 
duties he relinquished the title of 
mathematician. 

Mr. Rhodes has always been unwill- 
ing to take personal credit for his 
achievements. This latter characteris- 
tic of Mr. Rhodes was revealed at the 
1936 Mutual Benefit agents’ conven- 
tion. He had been presented with a 
testimonial volume containing the sig- 
natures of all full-time Mutual Bene- 
fit men. In expressing his thanks, Mr. 
Rhodes said: 

“I cannot see anything in what I 
have done that was not in the day’s 
work, something to be forgotten when 
it was done and something else to be 





July 31, 193, 
undertaken. There is another Dhase 
which I think you ought to kno, 


Nothing that I have done is to be cred 
ited to me but to my associates who 
have passed upon it, considered it~ang 
you will never know the many foolish 
notions that I have had in my hea 
during this time and that I have throyy 
into the wastebasket myself or the, 
have thrown into the wastebasket {o; 
me. You have seen only one phase ¢ 
the work.” j 

Despite his modesty, it is clear tha 
his influence has extended into every 
phase of his company’s activity ang 
into the larger field of national ang 
international relations for the busines 

In his actuarial capacity, first with 
Mr. Miller and later on his own jn. 
tiative, he has been instrumental in cop. 
tinuing and extending the progressive 
developments in insurance coverage 
characteristic of his company’s history. 
He inherited the tradition that the My. 
tual Benefit was above all else a policy. 
holder’s company and he has centere( 
his interest on the enlargement of the 
policyholder’s equities. He has main. 
tained the company tradition of leader. 
ship in liberality of its contracts and 
equitable treatment of its members, He 
has preserved and extended the high 
quality of the company’s business and. 
after laying aside the title of mathe. 
matician, has shared his experience and 
advice with his successors. 

As an executive Mr. Rhodes has 
handled the administrative problems 
arising from an expanding volume of 
business. accommodating the machin- 
erv to changing requirements. 

The housing of the company has been 
largely committed to his charge; and, 
under his chairmanship of the commit- 
tee of directors entrusted with super- 
vision of its construction, the present 
home office building of the company 
was planned and completed. 


Aided Armstrong Committee 


His service as an underwriter and 
executive in his own company soon ex- 
tended his influence into the general 
field of insurance in which his activi- 
ties have been numerous. Early in his 
career as mathematician, the Armstrong 
committee in New York, for which 
Charles Evans Hughes, now chief jus- 
tice of the U. S. Supreme Court, was 
counsel, sought his assistance in fram- 
ing a constructive and comprehensive 
program of legislation for the regula- 
tion of the life insurance business. 
While none of the measures proposed 
called for any modification of Mutual 
Benefit principles or practices, Mr. 
Rhodes regarded some of the sugges- 
tions ‘as drastic and not in the best in- 
terest of life insurance. His indepenr- 
dence of thought gave added weight to 
his recommendations. 

Mr. Rhodes has served since 1909 
on the medico-actuarial committee 
which has compiled and _ studied 2 
wealth of material on the effects upon 
longevity of overweight and_ under- 
weight, of occupation, of personal hab- 
its in use of stimulants, of defects ™ 
family and personal records. 

Another feature of life insurance 
which has engaged his attention is the 
subject of taxation. He served for eight 
years as chairman of the committee on 
federal taxation established by the AS 
sociation of Life Insurance Presidents 
and he was prominently identified i 
the framing of the 1921 federal income 
tax act so far as it related to the tax 
ation of life companies. 

In 1906, Mr. Rhodes was elected to 
membership in the Actuarial Society 
America and in 1926 and 1927 served 
as its president. It was in this ca 
pacitv that he attended the Interna 
tional Congress of Actuaries held_™ 
London and Edinbureh in 1927. The 
British members of the congress con 
ferred upon him the unusual honor 0 
electing him fellow of the Institute © 
Actuaries of Great Britain. In order 


to confer the degree upon an American 
it was necessary to procure from the 
nrivy council permission to change the 
by-laws. 
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Reducing Operating Costs 
Is Management Meet Theme 


VIEW TABULATING EQUIPMENT 


President Montgomery of Acacia to 
Speak at Gathering in Washington 
Sept. 30-Oct. 3 





A tentative program has been ar- 
ranged for the annual conference of the 
Life Office Management Association in 
Washington, D. C., Sept. 30-Oct. 3. The 
program this year will be focused upon 
reducing costs of home office operations. 
Recent developments in the application 
of tabulating equipment to life office 
operations and personal administration 
are to be considered in special sessions. 
One of the features of the meeting will 
be a talk by Dr. Henry C. Metcalf, 
director of the Bureau of Personal Ad- 
ministration, which will discuss “Collec- 
tion, training and motivating the office 
supervisory staff.” President William 
Montgomery of the Acacia Mutual Life 
will speak and the Acacia’s new home 
office building will be inspected. 

The first day will be devoted to the 
Life Office Management Institute. There 
will be exhibits of office equipment. The 
program follows: 


L. 0. M. A. INSTITUTE EDUCATIONAL 
SEMINAR 


Wednesday, Sept. 30 


Chairman, C. K. Blackburn, educational 
secretary, L. O. M. A. Institute. 

“Your L. O. M. A. Institute,” Mr. Black- 
burn. 

Student preparation for L. O. M. A. ex- 
aminations will be considered from three 
angles: 

“Self-Education Plan,” L. W. Pfarrer, 
secretary and actuary Capitol Life. 

“Group Plan,” Dirk Heezen, assistant 
actuary National Guardian Life. 

“Class Room Instruction Plan,” 
man C. Davis, Mutual Benefit Life. 

Discussion. 


Wednesday Afternoon 


“Preparing Students for Institute Ex- 
aminations,” Dr. C. M. Kahler, Wharton 
School of Finance & Commerce, Univer- 
sity of Pennsylvania. 

“Suggestions for Student Preparation 
Gained from Grading Papers,” H. E. St. 
Clair, institute staff, Life Office Manage- 
ment Association. 

“1936-37 Institute Program,” 
Blackburn. 

Visit to new home office building of 
Acacia Mutual. 

It is expected that members not wish- 
ing to attend the Institute Seminar will 
visit the exhibit of office machinery and 
equipment. 


Thursday Morning, Oct. 1 


Chairman, Gordon A. Hardwick, vice- 
president Penn Mutual Life, president 
Life Office Management Association. 

Address of welcome, Wm. Montgomery, 
president Acacia Mutual Life. 

Presidential address, Mr. Hardwick. 

“The Principles of Coordination of 
Operating Functions as Applied to a Life 
Insurance Company,” R. W. Porter, presi- 


Nor- 


Mr. 


dent Fundamerican Corporation, con- 
sulting engineer, New York. 
Thursday Afternoon 
Chairman, W. J. Harper, personnel 
officer, Metropolitan Life. 


“Maintaining Contact Between Cleri- 
cal Personnel and the Management,” by 
the president of one of the large mem- 
ber companies. 

“Selection, Training and Motivating 
the Office Supervisory Staff,” Dr. Henry 
C. Metcalf, director Bureau of Personnel 
Administration. 

Clerical Personnel Administration in 
U. S. Government Bureaus,” director of 
Personnel, one of the U. S. government 
departments. 

“Office Employes’ Suggestion Plan,” 
David Bradley, supervisor Prudential. 

Progress report of association commit- 
tee on the “Development of Intelligence 
and Aptitude Tests for Life Insurance 
Clerical Workers.” 


A new mental alertness test developed | 
by a committee will be tried out on | 


those in attendance. 
Thursday Evening 


Association banquet, Continental ball- 
Toom, Wardman Park Hotel. 


Reception, officers and wives of Wash- ' 





ington member companies, ballroom ter- 
race, 6:45 to 7:30. 


Friday Morning, Oct. 2 


Chairman, R. Wells Leib, statistician 
Franklin Life. 

“New Applications of Tabulating 
Equipment to Life Office Operations”: 

“Premium Accounting,’ D. N. Clark, 
comptroller, Phoenix Mutual Life. 

“Alphabetical Tabulator for Premium 
Notice Production,” G. E. Cannon, ac- 
tuary Oregon Mutual Life. 

“Mortgage Loan and Property Ac- 
counting Procedure,” M. H. Vita, 
statistician, Fidelity Mutual Life. 

“Payroll Deduction Accounting and 
Billing,’ W. F. Hagerman, comptroller 
Minnesota Mutual Life. 

Business session. 

Luncheon. 


Friday Afternoon 


Chairman, G. A. Clark, actuary Equi- 
table Life. 

“Factors Influencing Acquisition and 
Renewal Costs Which Occur During the 
Growth of a Life Company,” Richard 
Boissard, vice-president National Guard- 
ian Life. 

“Economies Realized Through Stub 
Accounting—Branch and Head Office,” 
R. A. Taylor, assistant comptroller Sun 
Life of Canada. 

“Better Letter Writing,’ H. N. Rasely, 
executive vice-president Burdett Col- 
lege, Boston, Mass., and founder of the 
Better Letters Association. 





Sight-seeing tour to Alexandria, Va., 
and Mt. Vernon. 

Dinner. 

Saturday Morning, Oct. 3 

Chairman, W. D. Owens, vice-president 
and secretary Lamar Life. 

“An Application of Motion Picture 
Photography and the Photo-Electric Cell 
to Sorting and Tabulating Work,” a 
demonstration with setup, M. E. Gould, 
designing engineer, Washington, D. C. 

“Periodic Departmental Operating Ex- 
amination,” introductory remarks: F. L. 
Rowland, executive secretary Life Office 
Management Association; discussion 
leader: H. J. Volk, supervisor Prudential. 

“Expense Control in Small Company 
Operation,” F. L, Conklin, vice-president 
Provident Life. 

Supplementary report—disposition of 
obsolete records, Sydney A. Smith, sec- 
retary Penn Mutual Life. 

The proceedings of the 1936 special 
conferences of the Life Office Manage- 
ment Association are now being distrib- 
uted to members, 

The proceedings of both the eastern 
and mid-western meetings are pub- 
lished in one bound volume and contain 
numerous charts and reports. They are 
being issued from association headquar- 
ters at 110 East 42nd street, New York. 





A. W. Ereck has been appointed dis- 
trict agent of the Guarantee Mutual Life 
at San Marcos, Tex. 





Sun Life of Canada May 
Increase Dividend Scale 


A. B. Wood, president of the Sun 
Life of Montreal, arrived in New York 
City this week on the “Queen Mary.” 
In an interview he stated that the Sun 
Life had enjoyed greatly increased in- 
come from investments in common 
stocks and hence if dividends are aug- 
mented through the rest of the year as 
the outlook now promises, undoubtedly 
higher policyholders’ refunds can be 
paid. Its assets increased $25,000,000 
during the first six months and are now 
$730,000,000. The Sun Life during the 
last two years has been investing solely 
in bonds. The Canadian law no longer 
permits a life company to invest more 
than 15 percent of its assets in stocks. 
Mr. Wood stated in his interview that 
the income on high grade bonds will 
probably continue low for some time. 
However, he believes that rates will be- 
gin to increase as business recovers and 
the demands for credit expand. 





C. D. Speck has been appointed asso- 
ciate general agent at Austin, Tex., by 
Morris Kaliff, San Antonio general agent 
of the Continental Assurance. 

















AT BASSWOOD LAKE 


for the past three years NWNL’s leading pro- 
ducers and leading general agents and managers 
during the annual Arnold Month campaign have 
been invited by President Arnold to spend four 
days as his guests at his wilderness cabin, “The 
Pines,” situated on an island in Basswood Lake 
on the Canadian Border. Here in this sports- 
man’s paradise fishing is the order of the day, 
and those who are privileged to attend bring 
back fabulous catches as well as an abundance 
of tall stories. To the real lover of the great out- 
doors, a Basswood vacation is the supreme treat. 





Jn 1935 only 2 of the 93 life compa- 
nies operating in 
greater gain in the total amount of in- 
surance in force on the lives of Minne- 
sota residents than did NWNL. Only 
3 of the 93 exceeded NWYNL in new 
business produced in the state. (Group 
and industrial business excluded). 


Minnesota made a 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


©. J. ARNOLD. passwext 


STRONG~ Minneapolis Minn. ~ LIBERAL 

















IN THE SPORTSMAN’S PARADISE—MINNESOTA, THE LAND OF 10,000 LAKES 
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Missouri Code Petition Is 
Financed by Country Papers 


ATTORNEY ADMITS’ INTENT 





Sought to Secure $300,000 in Adver- 
tising from Official Publication 
of Bill 





ST. LOUIS, July 30—Eighty outstate 
Democratic newspapers put up the 
money for the circulation of the initia- 
tive petitions seeking to place the pro- 
posed insurance code bill on the ballot 
at the Nov. 3 elections, according to 
W. T. Powers, St. Louis attorney who 
filed the petitions with the secretary of 
state several weeks ago. Their purpose 
was to get a “cut” in the $300,000 or 
more the state would be forced to pay 
for officially advertising the 100,000-word 
bill. 

Mr. Powers’ admission of the extent 
of the organization behind the proposed 
treasury raid was made after 22 country 
newspaper editors met with Attorney 
General McKittrick and Mr. Powers at 
Westphalia, Mo., “to learn from an 
authoritative source if charges that fraud 
had been practiced by some of the per- 
sons who circulated the petitions were 
true.” Mr. McKittrick told them of the 
startling revelations he had obtained in 
St. Louis and Jefferson City indicating 
that such frauds were committed. Then 
17 of the editors signed a statement ex- 
pressing regret that there had been fraud 
in obtaining signatures to the petitions. 
These editors admitted that they were 
among the publishers that had sponsored 
the initiative movement. This statement 
was given to the metropolitan press by 
Mr. Powers. The signers of the state- 
ment named 63 other rural newspapers 
as having been associated with them in 
the effort to put the insurance code bill 
on the November ballot. 


Will Conduct Hearing 


Attorney-general McKittrick will con- 
duct a hearing at Sikeston, Mo., July 31 
to check the circulation of petitions in 
that vicinity, which is in the tenth Con- 
gressional district. He believes he will 
unearth enough invalid signatures to 
knock out the petitions from that district, 
and with the throwing out of the peti- 
tions in the twelfth and thirteenth dis- 
tricts in St. Louis as well as the tenth 
district he would be able to keep the 
bill off the ballot in November and 
thereby save the taxpayers of the state 
upwards of $300,000. 

It will be recalled that Insurance Sup- 
erintendent O’ Malley was the first public 
official to denounce the circulation of the 
petitions. First he called upon citizens 
not to sign them and then asked Mr. 
McKittrick to use every legal means 
possible to keep the proposition off the 
ballot. He has cooperated in everyway 
possible with Attorney-general McKit- 
trick’s investigation into the frauds in 
connection with the petitions. 

Mr. McKittrick resumed his hearings 
in St. Louis this week and if necessary 
will again take testimony in Jefferson 
City on Aug. 1. 

Attorney-general McKittrick has ex- 
pressed the opinion he has unearthed 
enough irregularities to keep the prop- 
osition off the ballot. At Jefferson City 
Judge Sevier in the Cole county circuit 
court disqualified himself to preside at a 
hearing Aug. 5 on General McKittrick’s 
injunction suit to stop Secretary of 
State Brown from placing the bill on 
the ballot. Judge Sevier asked Judge 
Hammett of Moberly, father of A. R. 
Hammett, an assistant to General Mc- 
Kittrick, to preside. Messrs..Brown and 
McKittrick agreed upon Judge Ham- 
mett after the attorney-general filed an 
affidavit to disqualify Judge Sevier. 


The Dominion Life has appointed J. A. 
Ferland manager of the Quebec city 
office and Leo Landry district manager 
at Sherbrook, Que. 
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GEORGE A. BOWEN, Indianapolis 


George A. Bowen of the general 
agency firm of Mayfield & Bowen of 
Indianapolis, state agents of the Mid- 
land Mutual Life for Indiana, is presi- 
dent of its Leaders Club, having pro- 
duced the largest volume of paid busi- 
ness for the year ending June 30. The 
firm was organized in April, 1935. It 
already has more than $1,500,000 of in- 
surance in force. Mr. Bowen paid for 
$350,000 with more than $10,000 in first 
year premiums during the six months. 

Mr. Bowen has been in the life busi- 
ness for the last 10 years with the 
Inter-Southern Life and Indianapolis 
Life. He went with the Midland Mu- 
tual in April a year ago. He is presi- 
dent of the Wanamaker State Bank, 
Wanamaker being a suburb of Indian- 
apolis. He gives practically all of his 
time to life insurance and draws no 
salary from the bank. In 1934 he was 
president of the Marion County Bank- 
ers Association. He has always been a 
good life insurance producer. 








J. B. LaMacchia Is Putting 
Companies in Proper Places 





A new rater of life insurance com- 
panies has appeared on the scene in the 
person of John B. LaMacchia. He op- 
erates as the Dobson Company, 500 
Fifth avenue, New York City. 

In an advertising circular captioned, 
“Who is the Dobson Company?” the 
answer is, “The Dobson Company cen- 
ters about John B. LaMacchia, for 
many years with Alfred M. Best Com- 
pany and The National Underwriter 
Company.” 

Mr. LaMacchia was at one time an 
industrial life insurance agent. He was 
employed for a time by THe NATIONAL 
UNDERWRITER to sell Little Gem Life 
Charts to industrial agents in the New 
York area. Then he went with the Al- 
fred M. Best Company to sell some of 
their books. 

“Mr. LaMacchia,” the advertising cir- 
cular states, “has a wide experience in 
financial and actuarial work and is well 
known among insurance men through- 
out the country for his fund of knowl- 
edge of the life insurance business and 
the worth and standing of the various 
companies.” 

Mr. LaMacchia gets out what he calls 
the Dobson Life Insurance Rating 
Chart, at 10 cents per copy and the 
Dobson Life Insurance Analyst Report 
at 25 cents the copy. 

Mr. LaMacchia apparently undertakes 
to rate only about 50 companies. He 
assigns the designation “AAA excel- 
lent” to about two-thirds of them, the 
designation “AA very good” to about 
10, and “A good” to six. 

In responding to an inquiry from an 
“AAA excellent” company, Hubert A. 
Kenny of the Dobson Company writes: 
“Enclosed you will find a copy of the 
Dobson Rating Chart, in a slightly re- 
vised edition, which is being used by 








Speakers Are Announced for 
Claim Association Meeting 





L. H. PINK IS HEADLINER 





Strong Program Arranged for Conven- 
tion to Be Held Sept. 14-16 at 
Seigniory Club, Canada 





The annual convention of the Inter- 
national Claim Association will be held 
Sept. 14-16 at the Seigniory Club in 
Canada on the north bank of the Ot- 
tawa river about 80 miles west of Mon- 
treal and 45 miles east of Ottawa. It 
is expected that about 250 members of 
the association, which is made up of 
claim executives of United States and 
Canadian life, health and _ accident 
companies will attend the meeting. R. 
K. Metcalf, Connecticut General Life, 
is president of the association and L. 
L, Graham, Business Men’s Assurance, 
secretary. 

H. S. Don Carlos of the Travelers, 
chairman of the program committee, 
has announced some of the speakers 
and their subjects. 


Pink Heads Speakers’ List 


Heading the list is Louis H. Pink, 
superintendent of insurance of New 
York, who will deliver a speech on 
“Arbitration.” Other speakers and sub- 
jects announced are: 

“Say It With a Smile,” a discussion 
of correspondence in claim administra- 
tion, by Harold R. Gordon, executive 
secretary Health & Accident Under- 
writers Conference, Chicago. 

Round table discussion: “Difficulties 
Involved in Claims and Claim Prac- 
tices,” with A. G. Fankhauser, chief ad- 
juster Continental Casualty, Chicago, as 
chairman. 

“Coronary Diseases in Claims,” Dr. 
Cecil C. Birchard, medical director Sun 
Life of Canada. 


Decisions to Be Reviewed 


“Unusual Decisions in Accident, 
Health and Life Insurance Litigation 
so Far as Disability Claims Are Con- 
cerned,” by R. W. Shackleford, attor- 
ney, Tampa, Fla. 

“Unusual Decisions in Accident, 
Health and Life Insurance Litigation 
Other Than Disability Claims,” by Her- 
bert Adam, assistant vice-president and 
supervisor of claims, Penn Mutual Life. 

Mr. Don Carlos and his committee 
this year sent a questionnaire to each 
member of the association asking for 
suggestions. Replies were then tab- 
ulated and the technical subjects of 
widest interest were assigned to speak- 
ers who were believed to be capable of 
handling them in the most effective and 
competent way. By thus reversing the 
usual procedure in planning a conven- 
tion, the committee was able to arrange 
a program which would be of the great- 
est possible benefit to the members at- 
tending the convention. 








insurance agents throughout the coun- 
try in presenting to prospects an un- 
biased indication of the rating of the 
insurance companies they represent. 

“In view of the standing of your 
company, we believe you may be inter- 
ested in supplying your agents and so- 
licitors with copies of the Dobson Rat- 
ing Charts which are constantly 
proving their value in solicitation work.” 





Park Named for Petro 


A distinctive honor has been conferred 
on Mason L. Petro, district manager for 
the Kansas City Life at Mishawaka, Ind. 
The city has named its park the “Mason 
L. Petro Park” in his honor. He for- 
merly served two terms as mayor of 
Mishawaka. He produced $114,370 of 
paid business the first six months and 
has been on the Kansas City Life’s App- 
a-Week Club 45 consecutive weeks. 





Increase in Requests for 
Policy Loans Is Observed 





AVERAGE AMOUNT SMALLER 





Northwestern National Life Reports 
Only Moderate Rise in Total 
On Books June 30 





Substantial increase in policyholders’ 
requests for loans—the first increase 
since 1933—caused a rise in number of 
policy loans on the books of the North. 
western National Life from 28,997, the 
five-year low reported March 31, 1936, 
to 30,405 as of June 30, 1936, the quar. 
terly report indicates. 

Due to decrease in size of the average 
individual loan from $320 to $305, 
amount of loans outstanding increased 
only from $9,286,365 to $9,288,140. This 
is a reduction from the $9,316,397 as of 
June 30, 1935. 

The company reports lapses and cash 
surrenders at a new low point since the 
depression, and first-year renewals by 
policyholders during the first six months 
of 1936 on a higher level than any yearly 
average since 1929. 

Repayments by borrowers on loans 
for the quarter ended June 30, 1936, were 
$142,291, a slight increase over the cor- 
responding quarter a year ago, when 
$141,445 was repaid by borrowers, and 
a larger gain over the first quarter of 
1936, when repayments totaled $133,033, 





Invoke American Bankers 
Decision to Oust Receiver 





Officers of the defunct Acme Plate 
Glass Mutual of Chicago are now in- 
voking the recent decision of the IIli- 
nois supreme court in the American 
Bankers case in an effort to have the 
concern released from the hands of the 
receiver and placed in the field again 
as a going concern. 

The American Bankers is a life com- 
pany of Jacksonville, Ill. It got into 
serious financial difficulties and the of- 
ficers, after failing in several attempts 
to have the business reinsured, sought 
to stave off receivership by an unusual 
method. They solicited policyholders 
to execute waivers of 50 percent of 
their policy reserve. The company 
then proposed either to reduce the lia- 
bilities to the extent of the waivers 
that were obtained or to include the 
waivers among the admitted assets. 

Insurance Director Palmer of Illinois 
declined to approve these waivers as 
admitted assets or to permit the lia- 
bilities to be reduced. American Bank- 
ers then brought an action to compel 
him to recognize the waivers and the 
Illinois supreme céurt upheld the posi- 
tion of the company. The insurance 
department brought a petition for re- 
hearing and the supreme court affirmed 
its previous decision. 

That decision attracted widespread 
attention in life insurance circles. 

The Acme Plate Glass Mutual went 
into receivership in December, 1934. 
Apparently after the American Bankers 
decision was handed down, former of- 
ficers of Acme undertook to get from 
creditors waivers of their claims. In 
return for the waivers, these officers 
gave the creditors certificates of paf- 
ticipation in the prospective profits 0 
the company should it again be put in 
the field. 

The case came before Judge Klar- 
kowsky in Chicago, who referred it to 
a master. 

The hearing on the master’s report 
came up before Judge Klarkowsky 
Monday of this week but was post- 
poned. 





J. E. Ferguson of Wenatchee, Wash., 
pioneer insurance man of north central 
Washington, has been appointed district 
manager of the Mutual Life of New York 
for Chelan, Okanogan, Douglas and 
Grant counties. 
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Stress Is Put 
on Conserving 
the Business 





The Connecticut Mutual is stressing 
in every possible way the necessity of 
showing gain of insurance in force. It 
gets out a bulletin each month exhibiting 
the standing of agencies in gain or loss 
of insurance in force. In the same bul- 
letin it divides its agencies into five 
groups according to amount of insur- 
ance in force in the agency. The com- 
pany then rates each agency on the 
basis of actual to expected termination. 
At the beginning of the year the man- 
agement reviewed each agency, its rec- 
ord over many years past, and then de- 
termined what in its judgment were 
likely to be the terminations for each 
ofice during 1936. For the first six 
months the agencies showed an actual 
to expected termination record of 80.5 
percent. For the same time last year it 
was 97.4 percent, so that it made mate- 
rial improvement. 


Function of President's Club 


Last year the Connecticut Mutual 
established the ““President’s Club.’ Mem- 
bership can be acquired by an agent who 
is a member of one of the regular pro- 
duction clubs and in addition who has 
a lapse rate on business less than two 
years old of half or less than the com- 
pany rate for the same type of business. 
In 1935 it had 46 members in the “Pres- 
ident’s Club.” This year it has 55. In 
the Connecticut Mutual organization 
membership in the “President’s Club” 
is considered to be the real outstanding 
honor which can be achieved by a rate 
book man. 


Line on Individual Agents 


Furthermore, the Connecticut Mutual 
has just established the practice of send- 
ing out three times a year a card show- 
ing the gain or loss of insurance in 
force by individual agents. This gives 
the general agent an opportunity to dis- 
cuss frankly with each of his men just 
where the agent is headed. On this 
card is shown in detail the production 
for the period in question and termina- 
tions divided into first year. second year 
and after second year terminations. 


Hearing on Reinsurance 


DES MOINES, Iowa, July 30.— 
Hearing on a writ of certiorari to re- 
view the record of the Polk county dis- 
trice court in granting a reinsurance 
contract for the business of Union Mu- 
tual Life of Des Moines to the Occi- 
dental Life of Los Angeles was called 
in supreme court here this week. The 
action was requested by J. E. Chalmers, 
a Union Mutual policyholder, on a 
showing that under the reinsurance con- 
tract, policyholders will be compelled 
either to sacrifice their insurance for its 
cash surrender value or to accept con- 
tracts to which they never assented. 
The petition states that the district 
court failed to find the company in- 
solvent and that an examination by the 
insurance department showed the com- 
panv solvent. 

Meanwhile. the Polk county district 
court formally approved the contract to 
Occidental Life. Attorneys for Occi- 
dental Life said payment of approxi- 
mately $80,000 in accumulated death 
claims against Union Mutual Life since 
receivership will be made as rapidly as 
the clerical forcce can handle them. 


Anderson Heads Leaders Club 


C. Vivian Anderson of Cincinnati 
heads the Provident Mutual Leaders 
Club for the second consecutive conven- 
tion year. He has qualified for that 
club each year since its inception. He 








has been vice-president four times, and 
his first year lapse rate has always been 


less than 10 percent. He started with 
the Provident Mutual in Cincinnati, Oct. 

1, 1913. He is an ex-president of the 
National Association of Life Underwrit- 
ers and was president of the Ohio Asso- 
ciation of Life Underwriters for three 
years. He is a member of the board of 
trustees of Miami University of Oxford, 
Ohio. 

_W. L. Mason of Philadelphia is first 
vice-president of the Leaders Club; 
Charles Selig of New York City, second 
vice-president; E. A. Sawin of Phila- 
delphia, third vice-president, and H. W. 
Andrews of Seattle, fourth vice-presi- 
dent. S. V. Klem of Detroit is secre- 
tary and treasurer. He has qualified for 
the Leaders Club seven times. 


MacArthur Back from Mexico 


President Alfred MacArthur of the 
Central Life of Chicago has returned 
from a three weeks absence during 
which he motored with his- family to his 
home at Cuernavaca, Mex., which he 
purchased some years ago and which is 
next door to the Dwight L. Morrow 
house. Mrs. MacArthur and ‘the two 
sons will remain at Cuernavaca for 
the rest of the season. 















Objects to Accident Approach 








L. C. Mersfelder of Oklahoma City, 
state manager of the Kansas City Life, 
does not believe in life men using acci- 
dent and health insurance as an ap- 
proach to life insurance. He believes 
in life insurance for life insurance men 
and he thinks that life agents should 
stick to their last and not be allured 
by side lines. Mr. Mersfelder is a man 
of wide experience and speaks after 
many years of observation. He says, 
in reply to a recent article, “Is accident 
and health insurance a good approach 
for the life agent?”: 


Life Insurance Needs No Apology 


“After 18 years of experience as state 
manager, I very much disagree with 
this article and know you will be glad 
to have the opposing idea presented. I 
quote the following from the article: 

“‘*Make the direct approach in be- 
half of accident and health insurance or 
noncancellable accident and health and 
then bring up the subject of life insur- 
ance casually after the accident sale 
has been made.’ 

“In the first place, this looks like 
making an apology for the life insur- 





ance business. While I hold accident 
and health insurance in high regard, I 
do not feel that life insurance needs 
any apologies or needs to be approached 
through accident and health insurance 
in making a sale or otherwise. In the 
fast, companies attempted to combine 
the business of life insurance and acci- 
dent and health insurance. The two do 
not work together. 

“One of the big problems of a life in- 
surance state manager is to get his men 
to study and learn the fundamentals of 
the life insurance business and I as- 
sume the state managers for accident 
and health companies have the same 
problems with their men. My experi- 
ence convinces me that when any agent 
in the life insurance business attempts 
to self accident and health insurance or 
casualty insurance or car insurance or 
burial insurance along with his life in- 
surance, he will sooner or later need to 
be buried so far as his life insurance 
business is concerned. Very, very few 
men are capable of mastering the details 
of each business. 

“If a life agent is selling accident and 
health insurance, the first thing he 
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knows he is having a lot of claims for 
minor accidents and questionable health 
cases. If satisfactory adjustment is not 
made, and it is often hard to make, then 
the people confuse this with his life 
insurance. 

“My advice to any agent is that if 
he wants to be an agent for an accident 
and health company, to drop every- 
thing else and make a real accident and 
health man and learn the business from 
top to bottom. If he wants to be a life 
insurance agent worth while, then for 
the ‘love o’ Mike’ forget all other side 
issues and be a life insurance man and 
do not be afraid to approach prospects 
open and above board on the subject of 
life insurance.” . 


Bruehl’s Diamond Anniversary 


CINCINNATI, July 30.—The W. A. 
R. Bruehl & Son agency of the Home 
Life of New York, Cincinnati, quietly 
observed its diamond anniversary, hav- 
ing been established 75 years ago. The 
agency is unique in that the Bruehl fam- 
ily has represented the company con- 
tinuously through four generations, rep- 
resenting 117 years of service. ‘The 
agency was established by R. A. W. 
Bruehl, father of the present senior 
member of the firm, W. A. R., who is 
actively in business and who ranks as 
one of the leading personal producers 
of the company for the year to date, the 
latter entering the business in 1882. W. 
A. R.’s son, W. A. R., Jr., entered the 
agency in 1907, and the grandson, R. A. 
W., in 1935, the latter taking his great 
grandfather’s initials. W. A. R., Sr., is 
a past president of the Cincinnati Life 
Underwriters Association and was hon- 
ored with that association’s first honor- 
ary life membership two years ago. 





Strict Supervision Asked 
for Assessment Societies 





DENVER, July 30—A_ seven-point 
program for regulating mutual benefit 
assessment associations was advocated 
by Henry Ries, Colorado insurance ex- 
aminer, in a radio talk at the University 
of Denver. Since mutual benefits have 
been allowed to exist, Mr. Ries does not 
believe they should be exterminated, but 
he does favor regulatory measures along 
the following lines: 

(1) That assessment associations be 
placed under the supervision of the in- 
surance department, and therefore exam- 
ined periodically. 

(2) That they be completely divorced 
from any form of holding company or 
agency company. 

(3) That upon license by the depart- 
ment a deposit of. at least $5,000 must 
be made with the department as an extra 
reserve, if the membership is less than 
1,000 persons and this deposit must be 
increased $1,000 for each additional 500 
members, until a maximum of $25,000 is 
reached. 

(4) That they be required to file a 
report annually and be compelled to 
license their agents as do life compa- 
nies. 

(5) That the reserve be figured on 
the yearly renewable term as a minimum 
basis. 

(6) It has been suggested that the 
policy or certificate be limited by law 
as to provisions and amount, and the 
salaries including expenses should be 
limited. 

(7) “Assessment Plan” should be 
printed in red ink on the first page of 
the policies, so the public will under- 
stand that this type of corporation is 
not a genuine legal reserve company. 


Kemp Manager of Texas Agency 


It was stated in a recent issue that 
Dewey W. Kemp had been named state 
agent in Texas for the Capitol Life. 
Mr. Kemp is manager of Texas agen- 
cies, and W. A. Diffey remains as state 
manager. Mr. Kemp has been general 
agent of the Pan-American Life in 
Houston, Tex. 


~ 





Miscellaneous Flying Is 
Fraught with Real Hazard 





LITTLE ANALYZES SITUATION 





Prudential Vice-president Suggests a 
Subdivision of the General Class 
of Aviators 





J. F. Little, vice-president and ac- 
tuary of the Prudential, writes to Com- 
missioner Blackall of Connecticut, com- 
menting on a letter from State Aero- 
nautic Commissioner Morris to Mr. 
Blackall which called attention to the 
reluctance of life and accident com- 
panies to cover death or accident in 
miscellaneous flying, declaring that this 
is a handicap to aviation. 

“While Mr. Morris quotes figures for 
the extent of miscellaneous flying, he 
gives no figures as to the correspond- 
ing deaths,” says Mr. Little. “It is gen- 
erally understood that miscellaneous 
flying, including what is known as 
gypsy flying, is very much more haz- 
ardous than the scheduled airline flying. 
It is at least the case that certain clas- 
sifications of miscellaneous flying pro- 
duce a hazard enormously greater than 
—perhaps 100 times as great as—the 
risk under scheduled air flying. 


Wants the Class Divided 


“Until miscellaneous flying is prop- 
erly sub-divided so that the relatively 
non-hazardous fraction thereof can be 
distinguished from the very hazardous 
section, it will probably not be prac- 


j ticable for life companies to cover the 


risk of miscellaneous flying where an 
applicant is expected to indulge in that 
form of recreation, or to make special 
unscheduled air trips in connection with 
his business. 

“The matter is probably of very little 
importance, as the unscheduled flying 
is seldom indulged in as a habit, and 
the case of the individual who several 
years ago did make a flight classified 
as miscellaneous is usually accepted as 
a standard risk without any hesitation.” 

“This company’s rules as to sched- 
uled air flying are exceedingly liberal, 
due to the fact that the flying hazard 
has steadily decreased over a number of 
years, although the current year will 
probably show a sharp rise in the flying 
death rate, due to a number of bad 
crashes in the early part of the year. 

“So far as other flying hazards are 
concerned, if we feel that there is no 
greater hazard than under the sched- 
uled air flying in the nature of the flying 
which an applicant expects to do, we 
treat the case accordingly.” 


Osteopathy and Insurance 


Insurance people were interested in 
the symposium on osteopathy which was 
broadcast from New York as a feature 
of the annual meeting of the American 
Osteopathic Association. Dr. T. R. 
Thorburn, retiring president, made some 
pertinent insurance observations. 

In the past, he said, it was easy for 
persons, claiming to suffer back injuries. 
to take advantage of insurers. This was 
true because of the difficulty of making 
a satisfactory test. On the other hand, 
many legitimate claimants were at a 
disadvantage because of the difficulty of 
proving their disability. 

Dr. Thorburn referred to the report 
given during the convention by Dr. E. 
P. Malone on the study of the back in- 
juries in industry. This paper, accord- 
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COL. OSMAN D. CLARK 


Col. O. D. Clark, who resigns as sec- 
retary of the National Life of Vermont, 
having completed 51 years of contin- 
uous service, reached his 50th anniver- 
sary in November, 1934. He graduated 
at Amherst in 1876 and studied law, 
practicing for a time in Montpelier, but 
in November, 1884, joined the National 
Life home office when Charles Dewey 
was president. He became assistant 
secretary January, 1885, and in~ 1899 
was chosen secretary. He was elected 
a director in 1911. He served with dis- 
tinction in company H of the First Reg- 
iment of Vermont National Guard, was 
commissioned colonel and served as 
acting commander in the First Vermont 
Regiment during the Spanish American 
war. For 26 years he was a member 
of the old time volunteer fire depart- 
ment of Montpelier and was its chief 
for 17 years. When he entered the 
employ of the National Life its assets 
were $3,000,000. Now it has over $178,- 
000,000. 








ing to Dr. Thorburn, was a great con- 
tribution in the treatment of industrial 
injuries. 

The big feature of the convention, he 
said, was the conference on the osteo- 
pathic care of athletes. Methods for pre- 
vention of athletic injuries in baseball, 
football, basketball, etc., were demon- 
strated. These methods, according to Dr. 
Thorburn, if followed, will decidedly re- 
duce the number of injuries in athletics, 
during the coming year. If the treat- 
ment cf those who are injured is fol- 
lowed, the period of disability will be 
greatly shortened. 


Union Life Convention 


More than 125 employes and agents 
attended the annual convention of the 


| Union Life of Virginia at the end office. 


Prudential’s Foreign Payments 


The Prudential in 1935 paid 575 in- 
dustrial claims where the policyholders 
died in foreign countries. This repre- 
sented 378 deaths, as a number of in- 
sured own more than one _ policy. 
Ninety-eight claims were paid on policy- 
holders who died in Italy, 89 in Poland, 
76 in England, 69 in Ireland and 49 


‘in Germany. 





Reports for First Six Months 





(Figures below in most cases are not final but merely companies’ estimates) 
r-~—New Paid Business—, ;--Change in Ins. in Force~ 


First Six Months 


1936 
Merizwhirs Tale . v.cccvcss cues 9,104,393 
Commerc EAte, 8. ..6 cesses 918,440 
Tare @ COBURIy, TERM. ..s05s . sevcses 
ORIG State Tale... <6 occ scieose 8,070,499 
Oregon Mutual Life......... 3,699,998 


First Six Months _ 


1935 1936 1935 
8,838,449 —101,333 —1,901,024 

910,924 +778,805 +706,075 

ate asl ats +9,390,343 + 317,094 
7,819,630 +1,379,487 +371,727 
3,335,370 +1,528,509 +358,035 





Life Companies’ Farm Loan 
Holdings Reported Lower 





DECLINE IN YEAR IS 13% 





U. S. Agricultural Review Shows Situa. 
tion at End of May; 50% Drop 
in Five Years 





Decline of $115,000,000 in farm mort- 
gage loans of: 39 leading life companies 
as of April 30, compared with April 30, 
1935, is reported in the July agricultural 
review of the government. Total farm 
mortgage holdings of these companies js 
set at $768,000,000 as against $883,000.- 
000 a year ago, $1,234,000,000 at the 
end of 1933, $1,402,000,000 at the end of 
1932 and $1,543,000,000 at the end of 
1930. These figures represent a drop 
of 13 percent in the last year and more 
than 50 percent in five years. 

The United States Department of 
Agriculture index on farm land values 
in March was 82 percent of prewar 
averages compared with 79 a year ago 
and 73 "in 1933. The life companies’ 
lesser participation in this field of in- 
vestment, therefore, is in face of a sub- 
stantial increase in land values. 


Foreclosures Factor 


A number of vital factors are respon- 
sible, so that the figures do not neces- 
sarily indicate the life companies are 
less interested in this field. Many fore- 
closures have removed farm mortgage 
loans to the item of real estate ownea, 
Government competition in the farm 
loan field at low interest rates is perhaps 
the outstanding reason for the change 
in the figures. If life companies are 
less interested in farm mortgages, an 
important reason is the state farm mort- 
gage moratoria. 

Some newspapers opposed to New 
Deal tactics see in this trend of life 
company investment a steady loss of 
faith in farm mortgage loans. The peak 
of life companies’ farm loans was 
reached when farmers were permitted 
to conduct their own affairs and eco- 
nomic scarcity and other experiments 
were not being conducted, a Chicago 
newspaper commented. 

The federal report shows that com- 
bined loans of insurance companies, fed- 
eral land banks and land bank commis- 
sioners increased about $61,000,000 in 
the last year. Combined holdings of 
federal land banks and commissioners’ 
loans at the end of May totaled $2,714,- 
000,000, an increase of $176,000,000 in 
the last year and approximately 3% 
times the amount of mortgage invest- 
ments of reporting life companies. At 
the end of 1933 federal land banks held 
€1,232,000,000 of such loans compared 
with $1,034,000,000 of the life compa- 
nies and $70,700,000 by land bank com- 
missioners. 


Convention Date Is Changed 


The Pacific Mutual Life’s agents’ con- 
vention, to have been held in August, 
has been postponed to Sept. 28-30 on 
account of reorganization of the com 
pany. The rally will be at the home 
office. ; 

The first two days sessions of the Big 
Tree production club will be given over 
to company matters, D. C. MacEwen, 
vice president and superintendent ol 
agencies, presiding. The banquet will be 
held the first night. The third day’s ses- 
sion will be under auspices of the Gen- 
eral Agency Association, with C. Porter 
Hochstadter of Cincinnati, consistent 
“millionaire” producer for ten years and 
president of the club, presiding. The 
program will deal with sales plans and 
the company’s sales manual. The Gen- 
eral Agency Association will meet for 4 
day: following the club convention. Ses- 
sions will be in the home office audt 
torium. Thomas H. Wall of Louisville 
is president of the association. 
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AMONG COMPANY MEN 








Wood Back to John Hancock 





After Serving in Research Bureau, He 
Is Recalled to Boston to Head 
Ordinary Agencies 





Much interest is taken in the field by 
the announcement that the John Han- 
cock Mutual Life has appointed J. 
Harry Wood as superintendent of 
agencies in the ordinary department. His 
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J. HARRY WOOD 


title will be agency comptroller in con- 
nection with the management of the 
general agencies. Mr. Wood is a man 
31 years of age, who-has exhibited re- 
markable talent in various phases of 
the business. He started with the John 
Hancock Mutual in 1926 after graduat- 
ing from Harvard and remained with 
that company in various capacities until 
1933 when he attracted the attention of 


leaders in the Life Insurance Sales Re- 
search Bureau and was induced to join 
that organization. He has proved one 
of the most popular members of the 
bureau staff and has been in charge of 
various agency building schools con- 
ducted by the bureau. He was in Chi- 
cago for the agency building school 
there when the news of his appointment 
with the John Hancock became known. 

Mr. Wood has a quiet, friendly and 
effective manner and he gives the im- 
pression that he has the capacity for 
accomplishing things easily. He is a 
student and a humanist. The news of 
his appointment was _ received with 
much satisfaction by those in the field 
for the John Hancock. 

Mr. Wood started with the John 
Hancock in the sales end of the group 
department. He was on the road much 
of the time and soon developed an in- 
terest in the ordinary business as well. 
He tried his hand at helping agents sell 
ordinary, enjoyed that type of work and 
was successful at it. He moved into 
supervisory work and was transferred 
into the home office agency department 
as a junior working with the men. In 
1930 he went to Columbus, O., as pro- 
duction manager of the Ralph W. 
Hoyer agency, one of the company’s 
largest agencies. The next year he re- 
ceived the C. L. U. designation. While 
stationed at the head office, he took a 
few months off and went to Columbia 
University where he obtained a masters 
degree in economics and insurance. 

He is a native of Mammoth Springs, 
Ark. 

Mr. Wood is the second bureau man 
recently to get the call to head the 
agency department of a company. H.G. 
Kenagy, who was assistant manager of 
the bureau. was made superintendent of 
agencies Mutual Benefit Life. 





Thompson Sales Instructor 
C. M. Thompson of York, Pa., has 
been made sales instructor in the home 
office of the Metropolitan. He has been 
assistant manager at York. 








Sound Health Clause Only 


Bears on Interim Status 





The Pennsylvania supreme _ court, 
eastern district, has asserted the doc- 
trine that by making a physical exami- 
nation, the insurer waives all future 
contentions as to the health of the in- 
sured at or prior to delivery of the pol- 
icy and that the sound-health clause is 
to be construed as safeguarding the in- 
surer against only such impairment of 
the health of the insured as may have 
arisen in the interval between the time 
the medical examination was made and 
the time when the policy was issued. 

he case was Prudential vs. Kudoba et 
al, administratrices (Bury). 


Tuberculosis Sufferer 


The policy had a one year incon- 
testable clause. The insured died a few 
days alter the policy was issued. The 
beneficiary died and the Prudential ap- 
plied to a court of equity for relief from 
Possible assertion of liability before the 
7. year of contestability had expired. 

he testimony of the doctor was that 
wo months before the assured applied 
lor insurance, he was suffering from 
tuberculosis and could not have been 


cured by the time he applied f 
Policy, © Rt ee 
In the present case there was no 


Proof by the Prudential of any change 
= health of the insured after he was 
oa wept by the medical representative 
the € ete 4 and before issuance of 
pl art The decree of the lower 
aa S in favor of the Prudential was 

versed and the bill was dismissed. 








Policy Was Not Actually 
Delivered; Recovery Denied 





The Prudential has been absolved of 
liability by the New York appellate di- 
vision, second department, in a_ suit 
brought by one designated as_benefi- 
ciary in a policy that was never actually 
delivered to the assured. The case was 
Corning vs. Prudential. 

On Feb. 7, 1935, Corning applied for 
$5,000 policy, underwent a medical ex- 
amination and advanced the amount of 
the first quarterly premium. He re- 
ceived a_ receipt. The application 
reached the Prudential Feb. 11 and the 
application was declined. On Feb. 15, 
Prudential forwarded a policy of a dif- 
ferent type, and one which called for 
a larger premium. The agent took this 
policy on Feb. 16 to the applicant’s 
residence but no one was at home. The 
applicant had left New York on a trip. 
On Feb. 15 he suffered injuries in an 
automobile accident and died Feb. 18. 

The court held that the substituted 
insurance policy was at no time ac- 
cepted by the applicant and hence 
there was no meeting of the minds with 
respect to it. It never became a bind- 
ing and enforcible contract. As to the 
original policy, the provision in the 
printed application and receipt are un- 
ambiguous and sufficed to apprise ap- 
plicant that the insurance was. condi- 
tioned upon the approval of the Pru- 
dential. 


“Monthly Income and How to Write 
It.’ by Harry McNamer. Covers the 
general needs of this kind of protection, 
$1.00. The National Underwriter. 
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(A full page advertisement in July 20th issue of TIME) 


“THAT WONT HAPPEN 
TO MY YOUNGSTERS” 


. . . is the resolution that every am- 
bitious father makes when he sees this 
powerful illustration and headline. 

When he reads the copy he finds in 
the Multiple Protection Plan the way to 
answer his problem. Perhaps he sends 
the coupon for further information; hun- 
dreds do every month. But whether he 
does or not the Union Central idea re- 
mains in his mind. And when the Union 
Central representative calls he finds a 
ready welcome—an interest already cre- 
ated in Multiple Protection, often a sale 
on first call. 


THE 
UNION CENTRAL LIFE 


Insurance Company 


CINCINNATI, OHIO 
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The “Suit Sheep” 
Taught Thrift 


In the early days of Vermont 
it was common for each small 
boy on the farm to have set 
apart for him a sheep whose 
wool would be made into a suit. 
The boy saw to it that his sheep 
was carefully tended, as each 
year’s clip of wool meant an- 


other warm suit for the winter. 


The National Life Insurance 
Company has an 86-year-old 
background of thrift and good 


management. 


The best half-year’s business 
1931 


record for the first six months 


since is the National’s 
of 1936—an increase of 26 per 


cent over the first six months 


of 1935. 


It testifies to (1) general 
improvement in business condi- 
tions, (2) revival of the de- 
mand for life insurance, (3) 
faith in the National Life, and 
(4) the capacity of National 


Life agents to serve well. 


Send for the booklet “The National—A Short Story.” 


NATIONAL LIFE 
INSURANCE COMPANY 

Home Office NT BXRMONT 
2 plies eign a ; 








Pacific Mutual’s Scheme Is Given 


(CONTINUED FROM PAGE 1) 





of the California insurance department 
for liquidation and a new company of 
the same name was organized to take 
over the going policyholders is astound- 
ing in insurance annals. The Pacific 
Mutual is no mean company in size or 
age. It ranks as the 24th company as 
to insurance in force, its figure on Dec. 
31 being $636,856,407. It started in busi- 
ness in 1868 and therefore was 68 years 
old. Aside from its life insurance opera- 
tions, which were extensive, it writing 
some $58,000,000 last year and at its 
peak in 1920 it wrote $104,000,000, it was 
well known in the accident and health 
field. Last year in its accident depart- 
ment its premiums were $5,844,901. Its 
total premium income last year was over 
$25,000,000. Its assets were $215,561,220. 
Of its accident income, its new noncan- 
cellable business amounted to $3,557,741, 
its regular accident $1,896,796 and its 
health $611,717. 


Reduced Its Capital 
in July Last Year 


In July of last year its charter was 
amended reducing the par value of the 
capital from $10 to $1 per share, which 
reduced the capital from $5,082,000 to 
$508,200. The balance was transferred 
to surplus. This naturally was indica- 
tive of a sharp loss and need of retrench- 
ment In November, A. N. Kemp, who 
was executive vice-president of the Cali- 
fornia Bank, became president of the 
Pacific Mutual and chairman of its ex- 
ecutive committee. He was selected by 
the banks and business men who were 
interested in the company and he imme- 
diately began to make an analysis and 
see what was necessary to be done. 

The revelation as to the impairment 
amounting to $23,025,470 came out in a 
convention examination that has been in 
process by the California, Washington, 
Louisiana, Ohio, Texas and Virginia de- 
partments. When the facts became 
known, the full significance being re- 
vealed July 10, it was necessary to make 
a quick turn to save the day. Then the 
machinery was put rapidly in motion to 
get a new company going. It was 
through cooperation with the court that 
an insolvency order was issued and an 
order to reorganize and conserve the 
assets for the benefit of policyholders in 
a new company was given. 


Old Policyholders 
Are Taken Over 


The new company, which has the 
same name as the old, with the cor- 
porate name “of California” deleted, 
takes over in full and without lien the 
life insurance policyholders, all the com- 
mercial and railroad health and accident 
policies and existing claims. All claims 
existing against the company under the 
noncancellable disability policies on 
which no claim is matured will be car- 
ried by the new company. However, 
the noncancellable policyholders will be 
radically affected, especially those of the 
older vintage. Those that have taken 
noncancellable policies within the last 
two years will receive full benefits. 
Those that are older will be scaled down 
according to where the policy was taken 
out. The holders of non-cancellable 
policies will be entitled to file a claim 
with the insurance commissioner as 
liquidator of the old company or to ac- 
cept the assumption and reinsurance by 
the new company on a reduced basis. 
The value on premium classifications 
of original monthly benefits of the non- 
cancellable group to be assumed by the 
new company are given as_ follows: 
1918, 20 percent; 1921, 35 percent; 1926, 
45 percent; 1929, 55 percent; 1931, 65 
percent; 1932, 90 percent; October, 1933 
to July 1935, 100 percent. 

Last year the underwriting loss on 
noncancellable was $3,528,767. The loss 
the year before was about the same. Un- 
doubtedly the noncancellable business 


broke the backbone of the old Pacific 
Mutual due largely to the fact that in 
the early period inadequate rates were 





———., 
benefits were given. For instance, a per. 
son could take out a noncancellable pg. 
icy, paying $2,000 a month. On they 
high monthly benefit policies the log 
ratio has been terrific owing to the mor,| 
hazard. Where the monthly benefits 
were small the loss has not been a}. 
normal. Its underwriting loss on nop. 
cancellable from 1929 to 1935 inclusive 
was $13,292,188. 

There was a convention examination 
made of the Pacific Mutual as of Dec. 
31, 1932, by California, Michigan, Mop. 
tana, Oklahoma and Oregon. This re. 
sulted in reduction of assets to $199. 
773,962 and surplus from $8,783,463 to 
$5,227,281. The examiners applied a 
rather rigid test to the Pacific Mutuals 
investments at that time, which was a 
day of turmoil and uncertainty and jf the 
same standard had been used in valuing 
securities of other companies, similar 
surplus decreases would have been 
shown. There were some criticisms 
made in the examination and these were 
heeded. 

Aside from its noncancellable deficit, a 
number of its investments went sour and 
the company banked too heavily on the 
future of Los Angeles and _ southern 
California in its loans. Of its assets 9 
percent was in real estate and 40 per. 
cent in mortgage loans. 


Need for Readjustment 
Was Very Apparent 


The life insurance and the regular ac. 
cident and health business has been 
profitable. The Pacific Mutual has writ- 
ten both participating and non-partici- 
pating life insurance. It became appar- 
ent to the management and also to the 
commissioners making the examinatior 
that the continued writing of noncan- 
cellable disability would plunge the Pa- 
cific Mutual to the depths. Therefore 
it seemed highly desirable to take care 
of the regular life and accident policy- 
holders and drastically readjust the non- 
cancellable benefits. 

The examination report shows that 
the reserve for noncancellable losses in- 
curred as carried in the annual state- 
ment, $15,946,510, must be increased to 
$19,643,031, an increase of $3,696,521. It 
increased the additional reserve from the 
company’s figure of $4,550,848 to $24, 
685,977, an increase of $20,135,129. This 
large increase is chiefly due to a def- 
ciency in future premiums measured by 
the company’s experience. This has 
been offset by the reduction of nor- 
cancellable benefits. The net result is 
that there is an impairment of $17, 
564,374 but the readjustment of its non- 
cancellable department removes the im- 
pairment. 


S ate Record of 
wo Departments 


The Pacific Mutual kept a separate 

record of its participating and nonpat- 
ticipating departments. It writes pat 
ticipating life insurance and in that de- 
partment the surplus is $4,792,118. There 
is a deficit of $22,356,493 in the nonpar- 
ticipating department, which _ includes 
the noncancellable business. When the 
convention examination report was made 
as of Dec. 31, 1932, the examiners stated 
that the Pacific Mutual “eminently 
solvent.” It gave it policyholders’ sur 
plus of $10,309,281. a 
The current examination report crit 
cizes a number of mortgage and collat- 
eral loans made in recent years, the at 
thority having been vested in officials 
that are no longer active in the mamt- 
agenient and are not connected with the 
new company. 
The reinsurance deal is of July 22, the 
new Pacific Mutual taking over all the 
outstanding liability of the old compaty 
including the noncancellable disability. 
There are no liens of any kind on the 
regular policies outside of the noncam 
cellable. All existing claims will be pa! 
and payments of monthly benefits 
noncancellable claims already incurre 
will continue at the present rate. 





charged but particularly large monthly 


earnings of the new company exceft 
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that from participating life business will 
be employed to pay off the noncancel- 
lable benefits that have been reduced. 
That is, if, for instance, the company 
agrees to pay only 50 percent of the 
noncancellable benefits, according to the 
policy, and it is found in the future it 
can repay any of the other 50 percent 
it will do so. All these benefits must 
be paid off before the stockholders of 
the old company will profit, the period 
for the return of unpaid benefits extend- 
ing for 10 years beginning Jan. 1 next. 

It is proposed that the new company 
be mutualized as soon as it can. The 
stock of the new company will be held 
in trust by the California insurance com- 
missioner for the benefit of claimants 
and policyholders. In the readjustment 
of the noncancellable business, all de- 
partments are thus placed on a sound 
and substantial basis. 

It has made money on everything but 
the noncancellable and that was, as al- 
ready pointed out, most unprofitable. 
The cash yield on its assets including 
policy loans last year was 4.2 percent, 
which is regarded as a very good re- 
turn these days. The mortality ratio 
last year was 60.1 percent, that ratio 
running in that neighborhood for a 
number of years. Its expense ratio was 
4.33 percent, it having been decreased 
considerably since 1931, when it was 
5.84 percent. Its lapse ratio was 7.4 
percent, having run down from 11.6 per- 
cent in 1932. It will thus be seen that 
the Pacific Mutual in its regular busi- 
ness has had a very good experience. 


Kemp Regarded 
As a Strong Man 


A. N. Kemp, who was elected presi- 
dent last November, is a strong, con- 
servative business man and he has done 
much to revamp the company. As soon 
as the examination got well under way 
and actuaries studied the Pacific Mutual 
situation it was plain that something 
had to be done. Aside from the regu- 
lar state examiners, other experts were 
called in to review the experience. Ac- 
tuaries from state departments studied 
the situation. A. M. Best, head of the 
Alfred M. Best Company, and Vice- 
president R. T. Smith of the Best Com- 
pany at Chicago were in Ios Angeles 
for about three weeks. Insurance Com- 
missioner Carpenter of California has 
been in intimate touch with the officers 
and all hands who have looked into the 
company’s operations agreed that the 
noncancellable business should be sub- 
ject to drastic action. Mr. Carpenter was 
assisted by Prof. A. H. Mowbray of the 
University of California. 


Noncancellable Was 
Started in 1918 


The Pacific Mutual started to write 
noncancellable in 1918. In its earlier 
years very low rates were charged. It 
gave monthly benefits to any one to- 
tally disabled by accident or illness, the 
Payments to continue so long as dis- 
ability exists. The policy coverage in 
the early policies continued until the 
policyholder reached 65, was reduced to 
60 and still later to 55. The Pacific Mu- 
tual made six increases and changes in 
Its noncancellable rates. The maximum 
limits of monthly indemnity were re- 
duced from time to time and it was these 
arge benefits granted in earlier years 
that caused the greatest havoc. 

The reserves to be set up on noncan- 
cellable business are considerable. First 
there is the usual premium reserve. Sec- 
ondly, the estimated present value of 
claims payable for an unknown number 
of months to disabled policyholders must 
be set up. Next, there is an additional 
reserve which is applied to contracts 
where no claims have arisen, the accu- 
mulation of which during the early years 
that each policy was in force being 
necessary to provide for claims sure to 
arise later under many of them. The 
second item of reserves was based on 
tables dealing with disabled lives. The 
third was figured according to a formula 
developed by a number of companies 
and state insurance departments. The 
examination of the Pacific Mutual Life 


shows that the reserve formula is very 
inadequate. 





The Pacific Mutual Life which had 
been writing accident and health in New 
York for a number of years withdrew in 
December, 1932, and it was felt then it 
feared to meet the reserve required by 
the New York department. The Pacific 
Mutual had a reinsurance agreement 
with the General Reinsurance on its 
noncancellable business, which was 
made by Carl M. Hansen when he was 
connected with the latter company. In 
1933, E. H. Boles and W. W. Greene, 
officials of the General Reinsurance, 
went to Los Angeles and secured the 
cancellation of its contract in payment 
of a lump sum. 

Insurance Commissioner Carpenter, 
under date of July 24, issued the fol- 
— statement as to the Pacific Mu- 
tual: 


Carpenter Approves Deal, 
Finds Company Solvent 


“The changes resulting in the new 
Pacific Mutual Life have been consum- 
mated under my daily, direct supervision 
and the new company has my complete 
endorsement and recommendation. It is 
fully solvent in every department, hav- 
ing all reserves called for by law and 
ample surplus. The quality of its assets 
is excellent and its management of high- 
est ability and integrity. When the 
plan of its mutualization has been com- 
pleted future profits will go entirely to 
policyholders. The only policyholders 
of the old company to be affected in any 
way are those holding a form of acci- 
dent and health policy known by the 
trade name of ‘Non-Cancellable.’ Claims 
now being paid under these policies will 
not be affected by the change. The court 
has ruled that in event of claims arising 
under these policies in the future, bene- 
fits will be paid on a reduced basis, ac- 
cording to a published scale. This scale 
promises benefits adjusted to give full 
value commensurate with the proper 
premium rate for this type of coverage. 
No other restrictions of any kind are 
required. All other claims, death bene- 
fits and annuities will be paid in full. 
I considered it advisable, however, to 
require a temporary moratorium on 
policy loans and cash surrenders during 
period of reorganization.” 





NEW PACIFIC MUTUAL 








The new Pacific Mutual Life is 
headed by A. N. Kemp, president, and 
Asa V. Call, vice-president. D. C. Mac- 
Ewen, vice-president and superintend- 
ent of agencies, is retained to head the 
production department. A. G. Hann is 
vice-president and actuary; H. S. Dud- 
ley, vice-president and treasurer; R. W. 
Cross, manager security investments; 
W. C. Green, manager real estate de- 
partment; J. B. Cooley, manager mort- 
gage loans department; L. W. Morgan, 
manager new issues department; Dr. L. 
H. Lee, medical director; T. R. Harri- 
man, Jr., secretary; Cary Groton, man- 
ager accident and health department and 
claims department; F. J. Steinebrey, 
Jens Smith and F. R. Woodbury, assist- 
ant superintendents of agencies. 

Insurance Commissioner Carpenter of 
California, working in close hand with 
President Kemp, made rapid progress 
in getting the new machinery in mo- 


tion. President Kemp said that econ- 
omies of all kind will be enforced at 
once, a lot of dead wood will be cut 


out and there will be substantial savings 
all along the line. 

Commissioner Carpenter announces 
that he has selected a group of six 
names for each class of creditors for 
service in the action which is taken by 
the company in order to speed along 
the court action necessary to complete 
the reorganization. They are summoned 
in court for Aug. 12 to offer any objec- 
tions they may have to the reorganiza- 
tion plan. Commissioner Carpenter li- 
censed the new company last Thursday. 
He appeared in court at Los Angeles 
after he had been appointed conservator 
and liquidator with representatives of 
other departments consisting of Com- 
missioner Daniel of Texas; Assistant 
Attorney General Ellison of Louisiana; 





Chief Deputy Beals, Ohio; 
sioner Sullivan, Washington; Judge 
Fletcher of the corporation commis- 
sion of Virginia and Commissioner 
Bowles of that state. The license of the 
new company was issued shortly after 
the superior court ordered liquidation of 
the old. Commissioner Carpenter re- 
ceived telegraphic advices from 20 
states at once, stating that the new 
proposal was acceptable. 

Immediately on the news becoming 
public regarding the condition of the 
Pacific Mutual, stock was quoted at 
$1.50 bid and $2 offered as against $12 
and $13 asked a few days previously. 


Policyholders Rights 
Definitely Outlined 


Pending the completion of details in- 
cident to reorganization, a 60-day mora- 
torium on cash and loan values on life 
department policies has been put into 
effect by the California commissioner. 
The moratorium may be extended but 
no condition is anticipated that will make 
such extension necessary. 

Under the agreement, all policyhold- 
ers other than the non-can people, will 
be entitled to accept either the assump- 
tion and reinsurance by the new com- 
pany of the existing policies or to file 
a claim with the insurance commis- 
sioner as liquidator of the old com- 


Commis- 








pany. The non-can policyholders can 
file a claim with the commissioner or 
liquidator of the old company or ac- 
cept the assumption and reinsurance of 
their existing policies on the reduced 
basis. 

The new company assumes all ex- 
penses of the administration of the com- 
missioner as conservator of the old 
company including such attorneys’ fees 
as may be fixed and approved by the 
court; unpaid taxes, wages and salaries, 
incurred operating bills of the old com- 
pany; all claims filed with the commis- 
sioner as liquidator of the old company 
and finally approved; all policy claims of 
whatever character except claims on 
non-can_ policies, whether filed or 
whether notice ot which was filed prior 
or subsequent to the order of liquida- 
tion subject, however, to any and all 
defenses thereto which would have been 
available to the old company; only such 
claims on non-can policies as were filed 
or notice of which was filed with the 
old company prior to the order of liqui- 
dation. 

The obligation of the new company 
with respect to the first three items 
shall be limited to the value of the 
property and assets of the old company 
transferred to the new. 

The new company will assume all 

(CONTINUED ON PAGE 19) 





of people. 


ASSETS INCREASED 


SURPLUS INCREASED 


six year period. 


IN FORCE $97,677,849.00. 


EDWARD B. RAUB, 
President 





6 Years and 6 Months 


The INDIANAPOLIS LIFE INSURANCE COMPANY, incor- 
porated in 1905 as a Legal Reserve Mutual Company looks 
back on almost thirty-one years of SERVICE and ACHIEVE- 
MENT, and particularly to its record for SX YEARS—that 
were fraught with FINANCIAL DIFFICULTIES for thousands 


A REMARKABLE RECORD 
From December 31, 1929 to December 31, 1935 
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—Almost double the average increase for all companies. 


—In addition to making these gains the Company paid 
to policyholders and beneficiaries $9,899,063.00 during this 


1936 


From January Ist to June 30th, 1936, INSURANCE IN FORCE 
INCREASED $1,921.591.00—the largest gain for any six 
months’ period for five years, MAKING TOTAL INSURANCE 


INDIANAPOLIS LIFE 


INSURANCE 
Indianapolis, Indicna 


Agency opportunities in Indiana, Illinois, Ohio, Iowa, Michigan, Min- 
nesota, Texas, North Carolina, California and Florida. 


64.5% 


86% 


COMPANY 


ALBERT H. KAHLER 
Supt. of Agents 
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Pacific Mutual Rehabilitation 


WHILE not minimizing the effect of the 
collapse of the old Paciric Mutua Lire 
and the organization of the new company 
to take over the going business, yet the 
policyholders can be congratulated that 
they are saved and after all that is the 
chief concern. The noncancellable dis- 
ability policyholders, especially those of the 
older vintage, will have their benefits re- 
duced. They have not been paying enough 
for the liability assumed anyhow. The life 
and regular accident and health policy- 
holders will not be affected by the 
transfer. 

The Paciric Mutua Lire people and 
Commissioner CARPENTER of California, 
are to be congratulated on the rapidity and 
effectiveness with which they were able to 
make the change. It is to be regretted, 
of course, that an old and large company 
like the Paciric Mutuat Lire should have 
developed a situation so critical as to make 
so drastic a move necessary. Tlowever 
that may be, the California people have 
shown us all how to make a sudden turn 
and save policyholders a vast waste. There 
has been only one other life insurance case 
of moment where quick work eliminated 
costly receivership proceedings, that being 
when the Missourr STATE LIFE was shifted 
over to the GENERAL AMERICAN Lire with- 
out the intervention of tedious and ex- 
pensive receivership. In almost all other 
cases the policyholders have suffered be- 
cause of the high cost of receiverships. 

The NationaL Surety of New York 
City made a quick move when it was found 
that its guarantees of principal and in- 
terest of real estate mortgage bonds would 
swamp it. A new company was quickly 


organized which took over the agency 
plant and classes of business that could be 
absorbed without another jolt. The new 
NATIONAL Surety is riding along in good 
shape and there was great competition for 
the stock held by the New York insurance 
department for the benefit of the creditors 
of the old company when it was put up 
for sale. 

We must all realize the difference be- 
tween life insurance policyholders and 
other creditors. Bank depositors are the 
closest akin to life insurance policyholders. 
The very fact that the California law 
permitted this sudden shift and the taking 
over of the going business is a precedent 
and an example that could be well adopted 
in other states. The statutory machinery, 
if it cannot be provided now, should be 
placed in that position where insurance 
policyholders would not be subjected to 
vast waste and delay, 

The present management of the PActFtc 
Moutuat Lire was not responsible for its 
condition. President Kemp has done re- 
markably good work and the new com- 
pany will be able to work out successfully 
and satisfactorily. 

Inasmuch as the policyholders other 
than the non-cancellable disability will 
have no liens on their reserve or will 
not be interfered with in any way and 
all their rights protected, it behooves 
the fraternity in general to observe the 
ethics of the business and give the 
Paciric Mutual an opportunity to work 
itself out, which it will do. Insurance Com- 
missioner CARPENTER has given his full ap- 
proval to the plan and recommends the 
new company whole heartedly. 


Lesson in Townsend Movement 


LirE insurance men will see more in 
the TownsENnD old age movement than 
the political angle. While the tendency 
may be not to take very seriously from 
the political standpoint a number of 
parties that have recently sprung up; 
the TownseEnp plan has certain definite 
angles, from the life insurance stand- 
point at least, that are well worth noting. 

We have unions of some kind in prac- 
tically every field of activity, but Dr. 
TownseEnp is the first to have founded a 
union—we should hardly call it a labor 
union—based on old age. Furthermore, 
it is significant that this movement 
should have first taken root in southern 
CALIFoRNIA, the home of thousands of 
retired farmers and other retired people 
from such states as Iowa, ILLINors, IN- 
DIANA, etc. Most people have looked 
on the TOWNSEND movement as a chim- 
erical political fancy which may prove 


to be a good thing for its promoters, 
but the argument of these old people 
who comprise it is quite different. While 
the scheme is purely socialistic, it is 
easy to see the economic basis when we 
consider the condition of many old 
people, retired from their farms and 
homes in the east with very small in- 
comes, which have been largely reduced 
or swept away by the reduction of real 
estate values, the discontinuance of divi- 
dends and the destruction of mortgage 
values. 

We are not familiar with the litera- 
ture put out by the movement, but 
understand that the basic argument, eco- 
nomically, of the old people is that they 
have worked hard all their lives and 
have helped create the wealth of the 
country, but have nothing or very little 
to show for it; hence, they feel there 
should be a division of the wealth which 


they have helped to create. Life in- 
surance men have been prone to use the 
statistics on old age homes, orphan 
asylums and various charitable institu- 
tions in their arguments for selling life 
insurance, but here is a group of hun- 
dreds of thousands of people who are 
banded together in something similar to 
a labor union, demanding comfort and 
security for their old age. It is safe to 


AN interesting and encouraging fea- 
ture seen as we review the semi-annual 
figures of the life companies is the tend- 
ency to show an increase in insurance 
in force. This is convincing evidence 
that conipanies are emphasizing the 
value of conservation of business as 
well as securing new business. The 
lapsing of good business is to be de- 
plored. This is particularly true when 
an assured is able to meet his pre- 
miums. 

Now that the brunt of the depression 


say that Doctor Townsend’s follower, 
are likely to stick longer than are the 
followers of other political theories, Lif, 
insurance men will do well to watch this 
movement, if only for the argument; 
that may be found in the life experience; 
of hundreds of thousands of old people 
who neglected to take out insurance 
protection. They offer a valuable les. 
son. 


Encouraging Feature in the Figures 


is over and people have lowered their 
sights and have budgeted their living 
expenses according to their income, the 
work of conservation in life insurance 
becomes more important. A lapsed pol- 
icyholder is not a good advertisement, 
When we measure the time, effort and 
expense of getting new business and 
then consider the ease with which a pol- 
icy is lapsed, we cannot help but feel 
that there must be something out of 
joint when an assured drops his insur- 
ance with so few qualms. 








PERSONAL SIDE OF BUSINESS 





A surprise luncheon in celebration of 
W. H. Atteberry’s 10th year as man- 
ager of the Sun Life of Canada, at 
Evansville, Ind., was given by members 
of the agency. M. L. Ichenhauser pre- 
sented a golf bag to Mr. Atteberry. 

. E. Peavy, Beaumont, Tex., agent 
of the Lincoln National Life, completed 
15 years’ membership in its Consecutive 
Weekly Production Club last month to 
lead those agents celebrating member- 
ship anniversaries in June and July. He 
is the third ranking member. Other 
agents who completed five or more 
years of membership are: S. G. Duck- 
worth, Canton, O., with 11 years; L.C. 
Lampe, San Antonio, with eight years, 
and J. L. Morford, Lansing, Mich., with 
seven. 

Vice-president C, M. Williams of the 
Western & Southern Life is exhibiting 
his entire stable of eight horses at 
Harrodsburg, Ky., as a preliminary to 
the Kentucky state show at Louisville 
in September. 


J. R. Ferguson, 88, local agent at 
Evansville, Ind., nearly 60 years, died 
at the home of a daughter in Terre 
Haute, Ind. Mr. Ferguson retired seven 
years ago. A son, Will O. Ferguson, is 
with the Penn Mutual Life in Los An- 
geles. 


H. O. Kramer of Columbus, O., state 
manager of the North American Life of 
Chicago, is exhibiting a photostat of a 
life insurance application he received 
from Samuel E. Cobb of Topeka, who 
was cashier of a bank there when Mr. 
Kramer was organizing that territory 
and establishing the company years 
ago. Mr. Cobb was killed in an auto- 
mobile accident but his policy provided 
for an instalment of $50 per month that 
Mrs. Cobb is now receiving. Mrs. Cobb 
is the mother-in-law of Governor Lan- 
don of Kansas, the Republican nomi- 





nee for president. Mr. Kramer was 


cee 


accomplishing something in those days, 
He opened an office in St. Joseph, Mo, 
and one day a salesman for the Baker- 
Vawter Company, an office supply con- 
cern, E. S. Ashbrook by name, called 
and tried to sell some equipment. Mr. 
Kramer got into conversation with him 
and convinced him in due season that 
he should enter the life insurance busi- 
ness. Then Mr. Ashbrook took a rate 
book and became an agent. He is now 
president of the North American Life. 


John J. Kraniak, Milwaukee superin- 
tendent of the Prudential, has _ been 
named commander of the Alonzo Cud- 
worth post of the American Legion 
there. The Milwaukee post, with 900 
members is one of the largest and most 
active in the country. Mr. Kraniak has 
been prominent in American Legion 
affairs in that city for many years and 
was largely instrumental in arranging 
financing to secure the building now 
serving as headquarters for the post. 

A new record for applications in one 
month by a first year Continental As- 
surance agent was made by Harry Jack- 
man, district manager at Longview, 
Wash., for the Fred H. Schroeder & 
Associates agency of the Continental at 
Portland, Ore. Mr. Jackman produced 
29 “apps” in June, all on binders. The 
agency reports. an increase in volume 
for the first six months of 1936 of 8 
percent. 


M. J. Lesnak, Youngstown, O., agent 
of the Ohio State Life, has just com- 
pleted three years of consecutive weekly 
production. He tied for first place in a 
recent renewal campaign, with a pet- 
centage of 100 igeeeie 


Leon A. Triggs, ‘assistant manager of 
the Prudential’s ordinary office in Kan- 
sas City, Mo., visited old friends in 
Chicago this week where he formerly 
was Berkshire Life general agent. Then 





he and his family, who were on vaca- 
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sion, proceeded to Elgin, Ill, to visit 
5 js mother, Mrs. A. Triggs. She 
Fives with her mother, Mrs. Catherine 
‘Martin, 97 years of age. The Martin 
family has a remarkable longevity rec- 
ord, Mrs. Martin having four brothers 
and three sisters living, the youngest 
‘being about 86. 


Philip Phillipson, who died in his 

S home in Buffalo, N. Y., as the result 
of a heart attack, joined the Metropol- 
‘tan Life in Pittsburgh more than 50 
' years ago, subsequently serving as dis- 
‘trict superintendent there, in Harlem 
and Jamestown, N. Y., and in Piqua, O. 
In the latter portion of his life he en- 

' gaged in personal production in Buffalo. 
G. W. Fowler, vice-president and 
‘treasurer of Bankers Life of Iowa and 
his wife are on a vacation in Europe. 


They will visit England, Holland, 
Switzerland, France, Italy, Germany 
‘and Belgium, but will not go near 


» Spain. 


Gecrge Vinsonhaler, special agent 
John Hancock Mutual Life, Little Rock, 
‘Ark, playing at the Little Rock Coun- 
try Club links, scored the first hole-in- 
one of his golfing career, when he 
dropped in a long spoon on the 205- 
yard seventh hole. 


When Vice-president W. W. Jaeger 
of the Bankers Life of Iowa walks 
down the gang plank of the Swedish- 


American liner “Kungsholm” as _ it 
docks in New York City Aug. 13, he 
will be greeted by the New York City 
agency manager, J. E. Flanigan, armed 
with a testimonial of the esteem in 
which Mr. Jaeger is held by the entire 
sales organization. That testimonial 
will be in the form of an avalanche of 
“Hello Bill—Welcome Home” greet- 
ings, each signed by a Bankers Life 
salesman and notifying him of the num- 
ber of applications and volume of busi- 
ness written from July 20 to Aug. 5 
in his honor. 

En route to Iceland, bound for the 
North Cape, in the Land of the Mid- 
night Sun, Mr. Jaeger reports that he 
met an iceberg. He did not, he fur- 
ther reports, consider the occasion ap- 
propriate for a cold canvass. 


Mrs. Ruth Nettleship, 74, wife of 
Charles F. Nettleship, vice-president of 
the Colonial Life, died at the home of 
her daughter at Water Witch, N. J. 
She had been ill for a long time. 


Willard I. Hamilton, vice-president of 
the Prudential in charge of the person- 
nel and real estate departments, will 
celebrate his 69th birthday Aug. 2. His 
entire insurance career has been with 
that company. 

C. E. Lansower, vice-president of the 
Akron (O.) Life Usderwriters Asso- 
ciation, is recovering from a serious ill- 





ness, which necessitated an operation. 








NEWS OF THE COMPANIES 





United Fidelity Is Honored 


Dallas Company Was Featured One Day 
at the Texas Centennial—Contest 
Was Arranged 








The United Fidelity Life was hon- 
ored by the Texas Centennial, by hav- 
ing July 24 designated “United Fidelity 
Day.” In celebration of this occasion, 
the United Fidelity put on a_ speciat 





; D. EASLEY WAGGONER 
Vice-president and General Manager 


centennial production contest. The 
agency force was divided into three 
teams, headed by M. W. Moses, D. 
Easley Waggoner and T. G. Harkey. 
Each team did splendid work and many 
Prizes were awarded. George B. Bagby, 
who has won first prize in every con- 
test staged by the United Fidelity dur- 


ing the years he has represented it, 
Was the largest producer. 
The contest culminated with an 


on meeting at the home office in 
= as. A larger number of agents at- 
ended and were welcomed by 


president Southland Life, spoke on 
“The Bigness of Life Insurance,” and 
Ricks Strong, president Texas Associa- 
tion of Life Underwriters, spoke on 
“How to Analyze Human Needs as Ap- 
plied to Life Insurance.” 

After the session devoted strictly to 
new methods of selling, the United Fi- 
delity agents were entertained at the 
centennial. The entertainment was cli- 
maxed by dinner at the Black Forest, 
after which the agents were taken to 
see the “showboat” and “Cavalcade.” 





Report on Western American 





New Mexico Insyrance Department 
Finds Santa Fe Company Has Made 
an Excellent Record 





The New Mexico department has 
made a report of the examination of 
the Western American Life of Santa 
Fe as of June 30. It was licensed Nov. 
5 of last year. Its assets are $165,754, 
capital $100,000, net surplus $55,112. 
From Jan. 1 to July 1, it received in 
premiums $29,474 and its total income 
was $35,906. Its disbursements were 
$31,691. The report finds the company 
in a “very satisfactory condition finan- 
cially. Its investments being in the 
United States and government bonds 
are the highest type. Its expenses are 
low and the company has been able to 
put a good volume of business on the 
books at unusually low cost. The ac- 
tive management is in the hands of 
R. O. Longnecker, an experienced life 
insurance executive, and the integrity 
of the officers assures the protection of 
the interests of policyholders.” 


No Promotion Expense 


The shares at $100 par were sold at 
$150 a share. The entire capital was 
subscribed by the Western Under- 
writers Corporation of Santa Fe and 
19 individual subscribers for $155,993. 
There was no promotion stock or com- 
missions. As of July 1, its insurance in 
force was $1,176,500. Non-medical is 
written up to $2,500 on both male and 
female lives not exceeding age 40. 
Double indemnity and waiver of pre- 
mium is written in connection with all 





a Waggoner, vice-president and 
leral manager. Clarence Linz, vice- 





forms but the company reinsures all 
double indemnity. Its reinsurance con- 





tract is with the North American Re- 
assurance. Reserves are on the Amer- 
ican experience table of 314 percent and 
on modified preliminary 
‘Lhe company issues both participating 
and nonparticipating policies. 

In 
writes a “founder’s optional savings 
policy” and a “founder’s 20-payment 
life.’ The first is an ordinary life cou- 
pon policy under which if all premiums 
have been paid and all coupon amounts 


left on deposit with the company, the | 


face matures as an endowment at the 
age of 20 years. If the coupons have 
been applied to pay premiums or drawn 


in cash the policy may continue by | 


payment of premiums as an endow- 
ment maturing for its face value at age 
85. Dividends are paid annually be- 


ginning at the end of the second year. | 


The company until May operated only 
in Mexico but on May 22, it was li- 
censed in Arizona. Of its assets $150,- 
000 are in government, 
mortgage or HOLC bonds. 





Transfer Arkansas Assets 
LITTLE ROCK, ARK., Juiy 30— 
Arkansas assets of the Federal Reserve 
Life, declared insolvent May 22 at Kan- 
sas City, will be transferred to the Oc- 


cidental Life, its successor under a re- | 


insurance contract, in accordance with 


term plan. | 


the participating department it | 


federal farm | 


an order entered by Federal Judge Mar- 
tineau in ancillary procceedings. Funds 
in possession of W. W. Holloway, an- 
cillary receiver for the eastern Ar- 
| kansas district, will be transferred to 
| W. R. Baker, receiver. 





Cosmopolitan Old Line Life 
Suit Is on Trial in Lincoln 


LINCOLN, NEB., July 30.—The 
suit brought by holders of thrift poli- 
cies in the Cosmopolitan Old Line Life 
to recover $216,000 from officers of the 
| company is now on trial here. Com- 
plainants alleged that $183,000 was 
taken from funds belonging to policy- 
holders and paid to holders of matur- 
ing policies, in excess of the amount 
they were entitled to receive. 

The company is defending on the 
ground that the report of an accountant 
showing the last-named sum to have 
| been used improperly is based on a mis- 
| conception of the terms of the policies; 
that the officers had a right to do what 
| was done; that none of the funds have 
been impaired and that the company 
is entirely solvent as is shown by a 
recent examination by the Nebraska de- 
| partment. 

C. W. Moose, former insurance di- 
rector, testified as to his investigation 
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of the company. He admitted that after 
he had been ousted as insurance direc- 
tor he had discussed with the officers 
the question of his becoming associated 
with it. 





Missouri State Surrender, 
Loan Moratorium Is Lifted 


The General American Life has lifted 
completely the moratorium on cash sur- 
render values of certain of the old Mis- 
souri State Life policies. This action 
came nearly two months in advance of 
the expiration date for the moratorium 
as fixed in the purchase agreement of 
1933. The moratorium on policy loans 
was lifted last September. It is now 
possible for all Missouri State Life 
policyholders to make loans or cash 
surrenders exactly as provided in their 
policies, subject, however, to the balance 
of the lien effective thereon. 


No Action on Federal Reserve 


KANSAS CITY, July 30.—Federal 
Judge Reeves has allowed Superinten- 
dent O’Malley of Missouri time to 
amend his motion to dismiss W. R. 
Baker, receiver of the Federal Reserve 
Life, and John F. Rhodes, Kansas City 
attorney, as co-ancillary receivers in 
Missouri. No decision is expected until 
September, as Judge Reeves goes on 
his vacation Aug. 1. 

The superintendent seeks to have 
himself named sole receiver for Fed- 
eral Reserve assets in Missouri. He 
wired the Occidental Life that he dis- 
approved of its announced intention to 
use securities deposited with Kansas, 
Missouri and Indiana departments for 
the equal benefit of all policyholders. 


Seeks Admission to Illinois 


The Life of Virginia has applied for 
admission into Illinois. The company 
recently reduced its maximum author- 
ized capital from $10,000,000 to $6,900,- 
000 of actually issued stock so as to 
comply with provisions of the laws of 
that state. It does not plan an imme- 
diate development of territory in that 
state. 











Occidental in Louisiana 
The Occidental Life of California has 
been licensed in Louisiana. This com- 
pletes the entry of the Occidental into 
all states west of the Mississippi. No 
announcement has yet been made as to 
agency arrangements in its new field. 


N. Y. Insurance Society Course 


The Insurance Society of New York 
has announced the schedule for its life 
msurance course to be conducted this 
winter. The course is divided into two 
parts, beginning Nov. 13 and continu- 
ing until March 5. Examinations will 
start April 12. 

Lectures in Part I will be given by 
P. A. Collins, supervisor division of 
field education and sales promotion, 
Metropolitan Life. He will cover the 
various types of life insurance com- 
panies, discuss the tables of mortality, 
premiums, the policy contract and its 
types, claim settlements, group and in- 
dustrial insurance. 

Part II will be devoted to partici- 
pating and non-participating insurance, 
reserves and surrender values, selection 
of risks, office organization and rou- 
tine, card records, office supervision and 
annual statements. Lecturers will be 
Walter Klem, assistant actuary Mutual 
Life of New York; Samuel Milligan, 
second vice-president Metropolitan Life; 
W. G. Bowerman, assistant actuary 
New York Life; O. H. Chedister, audi- 
tor Equitable Life of New York; J. S. 
Thompson, vice-president Mutual Bene- 
fit; R. C. Neuendorffer, Guardian Life; 
A. G. Borden, second vice-president 
Equitable Life of New York; N. B. 
Hadley, New York insurance depart- 
ment; H. C. Bates. general counsel 
Metropolitan Life; Henry Moir, presi- 
dent United, States Life, and H. R. 
Bassford, actuary Metropolitan Life. 











SALES MEETINGS 





Counselors’ Club in Meeting 





President Raub of Indianapolis Life 
Addresses Gathering at Lake 


Wawasee, Ind. 





Leading Indianapolis Life agents and 
general agents from various states who 
qualified for the Counselors’ Club held 
their club convention at Lake Wawasee 
for five days. There was an educational 
and inspirational program. President 
E. B. Raub spoke the first day on “This 
Business of Ours.” 

“We get so close to our business in 
many cases that we fail to get a clear 
and complete picture of the great bene- 
fit of life insurance,” he said. “The life 
insurance man who keeps uppermost in 
his mind a clear picture of the broad and 
lasting service that life insurance can 
perform for his clients holds the key to 
enthusiasm for the business and success 
in his chosen work.” 

He reported a gain of $1,921,000 in 
paid insurance in force for the first six 
months, total paid insurance in force, 
$97,677,000, assets increased $623,000, 
making total assets $17,826,463, the 
largest in the company’s history. 


Club Officers Installed 


A. H. Kahler, superintendent of 
agents, presided at the business meet- 
ing and the special general agents’ and 
managers’ round table. Officers of the 
Counselors’ Club installed were H. B. 
Veazey, San Antonio, Tex., president; 
J. W. Schwab, Indianapolis, vice-presi- 
dent; and G. W. Anawalt, Indianapolis, 
second vice-president. 

“Planning and Executing a Full Day’s 
Work,” with emphasis on the executing, 
was discussed by three Chicago men, 
Tom O’Malley, R. E. Sheppard, and E. 
G. Aerts, who gave new slants on time 
control and actual work plans. Present 
day prospecting, programming and new 
Indianapolis Life plans were discussed. 

Special recognition was given to men 
who made outstanding conservation 
records. The lapse ratio is very low. 


Field Men Also on Program 


Conserving estates was discussed by 
P. T. Spinney, general agent at Wabash, 
Ind., a specialist in estate conservation. 
Vice-president Portteus presided at the 
banquet. 

Field men appearing on the program 
were H. B. Veazey, San Antonio, Tex.; 
H. J. Plack, Peoria, Ill.; J. W. Schwab, 
and G. W. Anawalt, Indianapolis; P. T. 
Spinney, Wabash; J. T. McClelland, 
Houston, Tex.; W. E. Eickhoff, Fort 
Wayne, Ind. 

Other home office officials on the pro- 
gram were: LeRoy Portteus, vice- 
president; W. H. Huehl, actuary; Irving 
Palmer, assistant agency manager, and 
Doyle Zaring, agency secretary. 





Southern California Meeting 


E. C. Wills, southwest supervisor 
Ohio National Life, held an agency 
meeting for the southern Calitornia 
agencies in Los Angeles. The F. J. 
Durgin agency, San Diego; H. B. Wag- 
oner agency, Long Beach, and V. F. 
Pettric agency, Los Angeles, were rep- 
resented. Mr. Wills said the southern 
California agencies, all less than a year 
old, are now producing new business at 
the rate of $2,000,000 a year. 





Hanson Agency Conference 


The Louis Hanson state agency of 
the Kansas City Life at Milwaukee will 
hold its annual agency conference next 
week at Basswood Inn, Long Lake, 
Wis. Outside guests attending will in- 
clude Walter Cluff, educational direc- 
tor, and Edwin Bixby, assistant secre- 
tary, from the home ofice; Dix Teach- 
enor, million dollar producer of the 
Kansas City agency; Dallas Alderman, 
Kansas City manager, and Walter 
Seitz, Chicago manager. 

Agents meeting their 1935 quotas are 





qualified to attend. Five men in the 
agency have paid for more than $100,- 
000 of business in the first six months. 
During the same period, the agency was 
18 percent ahead of last year. The 
agency, which is 13 years old, has pro- 
duced an average of $3,000,000 annually, 
and this year is going at a $4,000,000 
pace. 





Lamar Life Club Officers 


R. B. Schlater, Greenwood, Miss., is 
president of the Lamar Life All-Star 
Club for the second successive year. Oi- 
ficers of the agency club are selected in 
accordance with their records of pro- 
duction and persistency. Other All-Star 
officers are: R. P. Scott, Laurel, Miss., 
first vice-president; W. C. Buckley, 
Jackson, Miss., second vice-president, 
and M. E. Klindwordth, Earl, Ark.. 
third vice-president. 


Ohio State’s Quebec Cruise 


More than 100 representatives of the 
Ohio State Life will leave Cleveland 
Sunday on a ten-day cruise to Quebec, 
in the course of which the company’s 
annual agency convention will be held. 
The convention trip commemorates the 
company’s 30th anniversary. 








Rally at Greenville, S. C. 


At the agency meeting of the Green- 
ville, S. C., district of the Pilot Life, 
B. C. Fletcher, district manager, was 
presented the president’s trophy for 
winning first place in the annual spring 
campaign for industrial agencies. W. 
B. Clement, superintendent industrial 
department, spoke and stated that in- 
dustrial business during the first six 
months of 1936 showed an increase of 
42 percent. 


Jamison at Indiana Meeting 


Evidences of improvement in  busi- 
ness conditions generally and _ pros- 
pects of a continued upturn in the in- 
surance business were reported by J. N. 
Jamison, Pittsburgh, executive vice- 
president Reliance Life, who is return- 
ing from a tour of the west, at a meeting 
of the state agency of the company in 
Indianapolis, attended by agents from 
all parts of Indiana. 

Manager S. C. Martin says the insur- 
ance in force in Indiana shows a greater 
increase the first six months of this 
year than at any time since the start of 
the depression. 


Officers of Agents’ Club 


Officers of the Star Producers Club 
of the Columbian National Life are an- 
nounced. L. J. Rosenberg of South 
Bend, Ind., earned double distinction 
of becoming president and secretary; R. 
A. Freeman, Idaho Falls, Idaho, is the 
vice-president. They will have promi- 
nent roles in the regional conference 
at the Edgewater Beach Hotel, Chicago, 
in September. 

The Columbian National Life will 
hold its eastern convention in Atlantic 
City Aug. 13-15. 


Beneficial Life Alaskan Trip 


A party of 105 salesmen of the Bene- 
ficial Life of Salt Lake City was 
awarded a trip to Alaska for their suc- 
cess in writing business. Heading the 
party are President Heber J. Grant, 
now 80 years of age and an insurance 
man for 65 years, accompanied by Mrs. 
Grant and their daughters; Executive 
Vice-president George J. Cannon and 
Mrs. Cannon, and other officials of the 
company. 














Utah Agency’s Convention 
Officials and employes of the Walker- 
Hiner Agency in Salt Lake City of 
the Mutual Benefit Health & Accident 





and United Benefit Life held a Conver 
tion at the Pinecrest resort in the Wa. 
satch Mountains. Addresses were give 
by Governor Blood of Utah, 7 
Erwin of Salt Lake City, G. P, 
man, executive 





Washington National Convention 


The agency convention of the Wash. 
ington National of Chicago, which js 
usually held in August, is being delayej 
this year, probably until October. Tha 
company expects to move its head of. 
fice to the suburb of Evanston aboy 
Oct. 1 and desires to have the agency 
convention coincide with the house. 
warming. 














CHICAGO NEWS | 








PAUL JOHNSON GIVES TALK 


Paul Johnson, Cincinnati general 
agent Fidelity Mutual Life, addressed 
a meeting of the Brennan agency of 
that company in Chicago. Mr. John- 
son was in that city attending the 
school of the Life Insurance Sales Re- 
search Bureau. He is a lecturer on life 
insurance at the Cincinnati Y. M. C. A. 
At the forthcoming agency meeting of 
his company he will give a talk on 
“Good Salesmanship.” 


* *K * 
INSURANCE STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade Building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div Bid Asked 
Aetna Life ..... 10 .60 34% 35% 
Bank. Nat. Life. 10 1.00 21 25 
Central Life, Ill. 10 chs 9 
Cent. States Life 5 re 3 


Columbian Nat..100 85 
Conn, Gen. Life. 10 .80 45 46 
Cont. Assurance. 10 


Farm. & Traders.100 210 = 225 
Fed. Life, Chgo.. 10 tec 8 eS 
Girard Life ..... 10 40 10 114 
Great Nor. Life. 10 Ate 4 Ps 


Great South Life 10 
Life & Cas., Tenn. .. 


Life Of Va.<.+6- 20 3.00 75 85 
Lincoln Natl. ... 10 1.20 29 30 
Natl. Life & Ac. 10 1.60 65 75. 
New World .... 10 -40 5% 6% 
Northw. ‘Natl. .. 5 ered 13% 14% 
North Amer. ... 2 oc 3 3% 


Ohio National .. 10 


Ohio State Life..100 10.00 225 

Old Line Life... 10 .60 16% 17% 
Pacific Mutual .. 1 Bee 1% 2% 
Philadelphia Life 10 er 38% 4h 
Prov. Life, N. D. 10 .80 12 «e 
Rockford Life... 10 ane 4 8 
Sun Life, Can...100 eae 520 535 
TPAVGIOTS 2.46 100 16.00 573 583 


Union Central .. 20 1.20 35 45 
Wisconsin Natl.. 10 .50 16 18 


* *K * 
CHICAGO SCHOOL SETS RECORD 


The agency building school conducted 
by the Life Insurance Sales Research 
Bureau in Chicago, which comes to tts 
conclusion Friday of this week, was 
the most largely attended of any school 
that the bureau has ever held. About 
80 have been attending the school reg- 


‘ularly, while others have been dropping 


in for a day or two or for briefer visits. 
In addition to General Manager John 
M. Holcombe, Jr., seven members 0! 
Research Bureau staff have been on 
hand to conduct the sessions. On 
Thursday evening of this week, a dit 
ner was held, which was attended by 
those who have been at the school, to 
gether with alumni of previous schools 
and other life insurance people. The 
dinner was in gridiron style with st 
dents putting on skits, taking off some 
of the traits of their professors. ; 

Most of those attending the schoo 
were general agents and managers but 
there have been some head office people 
attending. Among the latter are Mar- 
vin E. Lewis, assistant superintendent 
of agents, Bankers of Iowa; W. H 
Fones and Fred Lundin, supervisors, 
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and Peter. Hondorp, assistant actuary, 
Central Life of Iowa; D. L. McDougall, 
superintendent of agencies Confedera- 
ion Life; W. H. Dunkak, superinten- 
gent of agencies Cosmopolitan Old 
Line; John W. Murphy, supervisor or- 
dinary agencies, Life of Virginia; A.B. 

Johnston, provincial manager, Monarch 
Life of Canada; W. R. Goode, man- 
ager conservation department, Mutual 
Trust Life; Dan B. Richardson, of the 
agency department, and We OE. York, 
supervisor National Life & Accident; 
\. H. Cooper of the agency depart- 
ment, Provident Mutual; E. E. Lind- 
sey, vice-president and agency man- 
ager State Mutual of Rome, Ga.; D. S. 
Felt, Paul Kistler and Reid Steele of 
the agency department, United Mutual 
Life of Indianapolis. 

Other home office people who visited 
the school more briefly were Harry 
Wade, assistant to the president United 
Mutual Life; James Eteson, State Mu- 
tual Life; Rollin Young, vice-president 
and agency manager Franklin Life; 
Paul Parker, agency manager, and 
M. F. Ryan, treasurer, Old Line Life 





of Milwaukee and O, J. Arnold, presi- 
dent, and Carl Peterson, vice-president, 
Northwestern National Life. 

Among the subjects treated at the 
Chicago school were: The job of a 
manager, objectives of management, 
how a company makes money, how an 
agency makes money, measuring profit- 
able operations, analyzing the agency, 
need for supervision, records for super- 
vision, improving prospecting, improv- 
ing selling methods, schools and clinics, 
the problem of motivation, methods of 
motivation, the agency bulletin, the 
agency building equipment, agency 
meetings, recruiting today, sources of 
agents, recruiting methods, the recruit- 
ing plan, why men enter the business, 
describing the job, procedure in recruit- 
ing and selection, the training problem: 
objectives, getting new agents into pro- 
duction, methods of teaching, improv- 
ing the quality of business, financing 
agents, manager as a sales manager, 
business-getting plans, building agency 
prestige, organizing the manager’s job, 
getting set to do a better job in agency 
management. 





Sees 





WITH INDUSTRIAL OFFICES 





Waren & Soutien Rally On 


About 450 Managers, Superintendents 
and Leading Agents Are Attending 
Convention in Cincinnati 








Approximately 450 managers, super- 
intendents and leading agents of the 
Western & Southern Life are attend- 
ing a two-day convention in that_com- 
pany’s home city, Cincinnati. Friday 
morning is devoted to a business ses- 
sion, At noon, delegates will embark 
on the excursion steamer Island Queen 
for a trip to Coney Island amusement 
park, where luncheon will be served. 
Immediately afterwards, the Island 
Queen will again be boarded for a trip 
downstream, a buffet supper being 
served on board. Business sessions 
will be resumed Saturday morning with 
a luncheon at noon closing the sessions. 
President C. E. Williams will preside 
and make the principal address. 

The convention is in the nature of a 
celebration welcoming President Wil- 
liams’ return to good health and official 
duties. He was unable to attend the 
company’s annual convention early in 
the year because of a severe illness, ad- 
dressing the convention from his hos- 
pital bed by telephone over a loud 
speaker hookup. 





Revoke Association’s Charter 


NEW ORLEANS, July 30.—The dis- 
trict court has revoked the charter of 
the Pelican Benefit Association, which 
has been selling industrial life and fire 
imsurance throughout Louisiana. Suit 
was brought by the state as a result of 
repeated complaints. Through the co- 
operation of a number of local agents 
the insurance department was able to 
obtain copies of policies and specific 
cases of default on the part of the com- 
pany. Investigation disclosed that it 
did not have sufficient funds on deposit 
and in case of loss could not pay its 
policyholders. This is the only case 
where the Louisiana department has 
sought to cancel a charter. It intends 
to follow up such cases which are 
brought to its attention. 





John Hancock Advancements 


A number of advancements have been 
made by the John Hancock Mutual 
Life. Il M. Wolfe, assistant district 
Manager Brooklyn 7, has been named 
district manager Woodhaven office, suc- 
ceeding A. T. Cardoza, who will con- 
tinue with the company in another ca- 
Pacity. Isadore Raden, Gary district 
Manager, has been transferred to Chi- 
cago 2, succeeding M. B. Cummins, 
who in turn has been transferred to 





Chicago 3, succeeding the late T. F. 
Toohey. C. L. Tyre, field supervisor, 
has been appointed Sioux City district 
manager, succeeding B. H. Ford, who 
continues in another capacity. E. S. 
Kellaway, assistant district manager De- 
troit 1, has been promoted to succeed 
Mr. Raden at Gary. Mr. Tyre is suc- 
ceeded as field supervisor by T. A. Jen- 
nings, supervisor Chicago 3. J. W. Pat- 
ton, assistant at the Jamaica office, has 
been named manager there, succeeding 
E. H. Gates, who becomes deputy man- 
ager. 


Equitable of D. C. Changes 


The Equitable Life of D. C. has es- 
tablished a new district at Bellaire, O., 
in charge of Manager J. J. Perunko, 
who was formerly assistant manager in 
that city detached from Wheeling, W. 
Va. Mr. Perunko’s assistants are L. 
Bakosh, Shadyside; P. J. Bundy, Cam- 
bridge; G. L. Mozena, Martins Ferry; 
L. C. Roby, Belmont. The Shadyside 
and Cambridge staffs are newly estab- 
lished staffs. 


Colonial Life Appointments 
The Colonial Life has appointed 
Morris Fodeman manager at Orange, 
N. J., and these assistant managers: 
Joseph Schmidt, Camden; Raphael Cas- 
per, Trenton; E. A. Hingers, Yonkers; 
Louis Spindelman, Syracuse. 











Washington National Changes 


The Washington National has ap- 
pointed C. B. Lee manager of its Mem- 
phis district. The company also pro- 
moted J. A. Jacobs, Harrisburg agent, 
to field superintendent in that district 
and R. J. McCarthy, Philadelphia 
agent, similarly in the Philadelphia dis- 
trict. 








ASSOCIATIONS 





“Summer Solicitation” Is 
Birmingham, Atlanta Topic 





BIRMINGHAM, ALA., July 30.—In 
an address on “Summer Solicitation” be- 
fore the Birmingham Association of Life 
Underwriters, John Ashley Jones of 
Atlanta urged agents to overcome the 
bugaboo of slack business during a presi- 
dential election year and misconcep- 
tions of the social security act. 

“The answer to such false psychology 
is a good honest day’s work in increasing 
life insurance sales through intelligent 
methods,” said Mr. Jones, who is a past 
president of the Atlanta association and 








former National association committee- 
man. He said the business of selling 
life insurance is not seasonal and urged 
agents to budget their time and working 
habits. 

There was an exchange of speakers 
between the Birmingham and Ailanta 
associations at the Atlanta meeting as 
Robert Bell of Birmingham also spoke 
cn “Opportunities for Summer Produc- 


tion.” : 
* * * 


Missouri Committee Heads 


Sam T. Utz of the Penn Mutual in 
St. Joseph, president Missouri Associa- 
tion of Life Underwriters, has made his 
committee appointments for the year. 
D. R. Alderman, Kansas City, is chair- 
man of the committee on program and 
speakers; Frank Vesser, St. Louis, 
chairman membership; E. S. Woods, 
Springfield, finance and budget; C. L. 
Scott, Kansas City, law and legisla- 
tion; Arnold Roth, Cape Girardeau, edu- 
cation; W. S. Smith, St. Louis, pub- 
licity, and Miss Helen Summy, St. 
Joseph, women’s. 


* * 


Cineinnati—A special meeting has 
been called within 15 days to act on a 
resolution to reduce dues from $15 to $10. 
The association has 225 members and it 
is anticipated that with reduced fees a 
membership of 375 is possible. Dues 
would be payable at the rate of $6 semi- 
annually. 


* * * 


Knoxville, Tenn.—W. L. Ambrose, 
Equitable Life of New York, is the new 
president. Other officers are: Vice- 
president, H. M. Watson, Phoenix Mu- 
tual; secretary-treasurer, F. W. Hamil- 
ton, Mutual Life of New York; national 
committeeman, E. Hal Blair, Phoenix 
Mutual; directors, A. S. Andrews, Na- 
tional Life & Accident; L. L. Baker, 
Metropolitan; T. F. Hazen, Jr., State Mu- 
tual; L. F. Pratt, Jr., Penn Mutual; R. 
E, Talley, Pacific Mutual; J. E. Thorn- 
ton, Phoenix Mutual; H. W. White, Jr., 
Massachusetts Mutual. 


* Ke * 


San Diego, Cal.—New officers and di- 
rectors were elected, G. A, Stannard 
being president; Buryl Blevens, vice- 
president; E. J. Hurst, secretary-treas- 
urer, and G. C. Howard, national com- 
mitteeman. Directors are: J. H. Good- 
win, F. D. Bates, W. S. Dehnel, Catherine 
J. Mulligan, Neil Nettleship and R. E. 
Sanders. Noon luncheons are being held 
Tuesdays at the San Diego Press Club. 
At the last meeting there was a sym- 
posium on “Life Insurance in Action.” 


* * * 


Greenville, S. C.—B. C. Fletcher, dis- 
trict manager Pilot Life industrial de- 
partment, was elected president, having 
been secretary-treasurer the past year. 
E. C. Green, president Pilot Life, was 
the speaker, 

* * * 


Charleston, W. Wa.—Louis Milam, 
Equitable Life of N. Y., was reelected 
president; A. A. Greenspon, Provident 
Mutual, vice-president; O. S. Sayre, Lin- 
coln National, second vice-president and 
J. H. Robson, Western & Southern, sec- 
retary-treasurer. 

* * * 

Montgomery, Ala.—cC. H. Mosley, 
Acacia Mutual, is the new president; J. 
W. Knight, Lamar Life, vice-president; 
C. C. Hunnicut, National Life & Acci- 
dent, secretary. 

© ££ * 

Fort Wayne, Ind.—Officers and direc- 
tors were elected at the annual meeting 
and outing at the Fort Wayne Country 
Club: President, D. H. Hostetter; vice- 
president, H. J. Foelber; secretary, T. P. 
Riddle; treasurer, J. R. Geiger. Direc- 
tors, H. H. Meid, chairman; H. T. Cooke, 
W. C. Dunbar, S. B. Gregory, J. D. 


Haynes, H. L. Logue, C. D. Walker. Na- 
tional executive committeeman, V. J. 
Harrold. 


* * * 


Shreveport, La.—Officers were elected 
as follows: L. E. Throgmorton, presi- 
dent, Aetna Life; Merton Lindsay, vice- 
president, Aetna Life; C. C. Hutchinson, 
Jr., secretary, Mutual Life of New York; 
Guy H. Owen, treasurer, Metropolitan 
Life, and L. E. Throgmorton, national 
committeeman. The officers were in- 
stalled immediately after the election at 
the annual barbecue and picnic, several 
new members were signed, and an active 
membership campaign immediately 
launched. 
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January gain insur- 
ance in force. . $1,618,298 
growing . . . 

February gain in- : 
surance in force . $1,972,773 
growing... 

March gain _insur- 
ance in force. $1,412,217 
growing... 

April gain insur- 
ance in force. . $1,408,765 
growing . . . 

May gain insurance 
nforee ....... $1,495,893 
growing... 

June gain insurance 
in force ...... $1,854,420 


® 
Total gain first six 
months of 1936. $9,762,366 
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LIFE AGENCY CHANGES 





Robert L. Jones Is Retiring | Ross Named Boston Manager 





Robert H. Denny of the Cleveland 
Agency of the State Mutual Is 
Named Successor 





The State Mutual Life has announced 
the retirement of General Agent Rob- 
ert L. Jones, New York City, and the 
appointment of Robert H. Denny as 
general agent. Mr. Jones, as general 





ROBERT L. JONES 


agent emeritus, will continue his in- 
terest in the agency. 

Mr. Denny has been in life insurance 
since his resignation from the army in 
1919. His first connection was with the 
L, A. Cerf Agency of the Mutual Bene- 
fit in New York City, and he remained 
there eight years, leaving to join the 
E. T. Wells agency of the National 
Life of Vermont. He -worked one year 
with that agency in New York, then 
transferred to the National  Life’s 
agency in Cleveland under E. B. Ham- 
lin. He has been there from 1929 until 
the present. 

Mr. Denny was born in Plymouth, 
Ill, and attended Central College in 
Oklahoma, where he took the arts 
course. In college he was active in 
football and basketball. 

Mr. Jones, since his appointment as 
general agent more than 20 years ago, 
has become well known to the life frat 
ternity through his work as treasurer 
of the National Association of Life 
Underwriters, the postition to which he 
has been reelected for many years. 

Mr. Jones is one of the most beloved 
men in the ranks of the National Asso- 
ciation of Life Underwriters. He has 
been treasurer for about 14 years and 
his reports at the meetings always are 
received with applause in appreciation of 
the work and of Mr. Jones’ character. 
At the annual meetings, the treasurer 1S 
always accompanied by Mrs. Jones, who 
is a private campaigner and has many 
friends in the National association. 

Born in Brooklyn, Mr. Jones began 
his insurance career at 13 as errand 
boy in the home office of the old Mu- 
tual Reserve Fund Life in New York. 
That was 52 years ago. He remained 
with the organization until he was 37, 
and served it as assistant secretary dur- 
ing his last 10 years. He left in 1906 
to become assistant manager and super- 
visor of the Mutual Benefit in New 
York. He went. -with, State Mutual 
seven years later as assistant general 
agent and in two years was advanced 
to head another general agency estab- 
lished in the city. Mr. Jones is a past- 
president of the New York State As- 
sociation of Life Underwriters. It was 


during his term of office that the train- 
ing school of New York University was 
begun, sponsored by the association. 








Guardian Life Transfers Supervisor in 
New York City Agency—Suc- 
ceeds S. S. Dodd 





The Guardian Life has appointed 
Harry Ross, Jr., manager of its Boston 
agency, with headquarters in 622 Cham- 
ber of Commerce buiding. 

Mr. Ross has been with the Guardian 
for several years as a supervisor in its 
Doremus-Haviland Agency in New 
York. He started in life insurance as a 
personal producer in his native state, 
New Jersey, a few years after graduation 
from Lafayette College. Several years 
of successful selling experience were fol- 
lowed by appointment as a unit manager 
of an agency in Newark, in connection 
with John T. Haviland. He served in 
that capacity until he joined the Guar- 
dian a few years ago. 

As manager in Boston, he succeeds 
Spencer S. Dodd, who headed the Guar- 
dian agency there for a number of years, 
resigning recently to devote his full time 
to personal production. Mr. Dodd will 
continue to be associated with the agency 
in the latter capacity, specializing in 
business insurance and estate tax work. 


McCord General Agent of 
Columbian National in West 


R. N. McCord becomes general agent 
of the Columbian National Life at Los 
Angeles. 

He is one of the best-known life men 
on the west coast. He started as agent 
in Bloomington, IIll., for the North- 
western Mutual Life, then transferred 
to the National Life of Vermont, in 
1924 being promoted to general agent 
at Los Angeles. He is a C. L. U. and 
secretary and director of the C. L. U. 
chapter of Los Angeles. He also was 
vice-president of the Life Managers Club 
of Los Angeles. 











Lowes Joins L. D. Fowler 


L. D. Fowler, Cincinnati general 
agent of the Connecticut Mutual, has 
appointed W. P. Lowes as agency su- 
pervisor. Mr. Lowes has been engaged 
in insurance work for approximately 
15 years. He leaves the position of 
manager of the life department of the 
Laws’ Insurance Agency of Cincinnati. 
Mr. Lowes will be responsible for sales 
in southern Ohio and northern Ken- 
tucky, which is the territory covered by 
the Fowler agency. 

Mr. Lowes has nearly 15 years ex- 
perience in the business. Prior to his 
association with the Laws’ agency he 
was home office representative of the 
Lincoln National Life at Cincinnati, 
going to Cincinnati from Chicago where 
he was associated with the C. O. Rey- 
nolds agency of the Lincoln National 
as supervisor. 


Von Schmidt to Cleveland 


Walter G. Von Schmidt, manager of 
the Central Ohio office of the Fidelity 
Mutual Life, in Columbus, has been 
made assistant manager in Cleveland. 
The northern Ohio division will be en- 
larged. 


Locher Joins Occidental 


F. M. Locher, leading Los Angeles 
personal producer, has become asso- 
ciated with the C. E. Cleeton agency of 
the Occidental Life at Los Angeles. 
During the past 18 years he represented 
the Pacific Mutual Life, being a mem- 
ber of that company’s Big Tree Club 
each year. During 1919, 1920, and 1921, 
Mr. Locher paid for over $1,000,00 and 
was the leading agent of the Pacific 
Mutual in production. Mr. Locker’s 
hobby is ice-skating, having won the 














national figure skating championship of 
Switzerland in 1911. He takes an active 
interest in all southern California ice 
skating events. 





Brader San Francisco Head 


James L. Brader, who has been ap- 
pointed manager at San Francisco for 
the Equitable Life of Iowa is succeed- 
ing C. B. Hensley, resigned. Mr. Brader 
was formerly agency superintendent at 
Los Angeles for the Penn Mutual. C. 
E. Cooper, field supervisor from the 
head office, has been on the coast help- 
ing Mr. Brader to get started. 


Occidental’s St. Paul Appointees 


Rosser Willis and L. S. Woodruff 
have been appointed general agents of 
the Occidental Life in St. Paul. They 
will have offices in the Pioneer build- 
ing. 








Botnick Made Supervisor 


Jack Botnick has been appointed 
supervisor of the W. S. Vogel agency 
of the Columbian National in Newark. 
He entered life insurance in 1933 in the 
Newark agency of the Continental 
American Life. The following year he 
was transferred to Brooklyn as agency 
supervisor and held that position until 
his new appointment. 


Fairchild to Rochester 


Myron L. Fairchild, San Francisco, 
former manager of the Connecticut 
General Life, in which post he was suc- 
ceeded by R. M. Greathouse, will go to 
Rochester, N. Y., to become associated 
with the Earl Colborn general agency 
of the Connecticut Mutual Life, which 
maintains offices in Rochester, Buffalo 
and Syracuse, N. Y. 


Cochran to Acacia Mutual 


Todd C. Cochran, for several years 
with the Henry K. Schoch general 
agency of the Aetna Life in Detroit, has 
been appointed manager of the De- 
troit branch of the Acacia Mutual Life, 
succeeding Carl S. Routt, who resigned 
recently to become director of agencies 
of the Globe Life of Chicago. 


Learned Penn Mutual Manager 


Charles E. Learned, an outstanding 
life insurance producer.in St. Paul for 
many years, has been appointed man- 
ager there of the Penn Mutual Life. 
For 28 years he was with the Union 
Central Life and until 1931 was St. 
Paul general agent of that company. 


R. G. Hake Has Resigned 


R. G. Hake, general agent of the 
Bankers Life of Iowa in Kansas City, 
has resigned. He has been with the 
company for more than 30 years and 
has been in charge of the Kansas City 
office for the last 15 years. 














J. Oliver Broleen Resigns 


J. O. Broleen, who is resigning as 
general agent of the Provident Mutual 
at Portland, Ore., started with the com- 
pany in November, 1920, becoming gen- 
eral agent at Sioux City, Ia. A short 
time later he became a partner there 
with H. E. Brake. On Jan. 1, 1931, he 
was transferred to Portland as general 
agent. 


Names Willis at Ashland 
The Ohio State Life has appointed 
J. C. Willis general agent at Ashland, 
Ky. He was for 22 years a district 
manager for the Western & Southern. 








Name Maynard at Knoxville 


D. J. Maynard has been appointed 
general agent at Knoxville, Tenn., for 
the Provident Life & Accident. 





Appoints G. R. Mack Agency 


Bankers National Life of Montclair. 
N. J., has appointed George R. Mack as 
general agent in East Orange, N. J. 











Brokerage Manager | 

















_ WILLIAM W. GILLESPIE 


William W. Gillespie, office manager, 
cashier and in charge of the brokerage 
department of the Henderson general 
agency of the Pacific Mutual Life, In. 
surance Exchange, Chicago, has re- 
signed to take charge of the Mutual 
Trust Life’s brokerage department 
in Chicago, and to become assist 
ant to Dave Dawson, home office agency 
manager of the Mutual Trust. He takes 
his post Monday. Both Mr. Dawson 
and Mr. Gillespie are young, aggressive 
life insurance men who have had con- 
siderable experience in the business. 

Mr. Gillespie first was employed by 
Klee, Rogers, Loeb & Wolff, general 
insurance office of Chicago, from 1923 
to 1924, then bv the Insurance Company 
of North America in Chicago for a year, 
and has been connected with the Pa- 
cific Mutual since 1925. He became as- 
sistant cashier, then cashier and office 
manager, also substantially developing 
brokerage business. 

He was a member of the Big Tree 
production club of the Pacific Mutual, 
and also of the App-A-Week Club in 
1935, and in 1934 he became a C. L. U. 

The Mutual Trust’s brokerage de- 
partment in Chicago has had a 50 per- 
cent increase in business volume in the 
last six months under Mr. Dawson’s di- 
rection. Acquisition of Mr. Gillespie 
was to permit further development o! 
the home office agency force, which al- 
ready has been built to substantial pro- 
portions. The Mutual Trust always has 
been a most conservative company, 
which had not extensively developed the 
home territory. Since the home office 
was moved to the new Field Building 
there has been more intensive farming 
of that field. 








Mr. Mack has been engaged in real 
estate and general insurance in that city. 
Vaughn Moore will head the life insur- 
ance department of his organization. 





Wiley Pendleton Resigns 


Wiley Pendleton has resigned as ge" 
eral agent of the Home Life at Kat 
sas City. His successor has not bee! 
appointed. 





Spange with Marsh & McLennan 


H. W. Spange, assistant manager 0! 
the Prudential ordinary office in Dav- 
enport, Ia., for the past year and a half, 
has resigned to go with Marsh & Mc 
Lennan in their San Francisco office. 





Takes on Life Agency 


Roy D. Stearns, who has conducted 
a fire and casualty agency in Saginaw. 
Mich., for several years, has been ap 
pointed district manager of the Penn 
Mutual Life in Saginaw, Bay and Mid 
land counties. 
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PACIFIC MUTUAL’S PROGRAM ANNOUNCED 
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outstanding agents’ contracts, provided, 
however, that no commissions due after 
the order of liquidation will be paid on 
non-can policies on all forms issued 
prior to, and including, forms A291 to 
A994 both inclusive. Commissions due 
after the order on all non-can policies 
jssued on all other forms, the holders 
of which accept reinsurance and as- 
sumption by the new company on the 
reduced basis, shall be reduced in pro- 
portion to the reduction in disability 
benefits to the assured under such poli- 
cies. Furthermore, the new company 
shall not assume or be bound by any 
arrangement which the old company 
may have made with its agents regard- 
ing payment of commissions on policies 
after lapsation. 


Provision for Stockholders 


The stockholders of the old company 
will be entitled to receive pro rata for 
a period of 10 years commencing with 
the effective date of the agreement, the 
net earnings of the new company de- 
rived from that portion of the business 
of its non-participating life, accident 
and health departments represented by 
policies of the old company taken over 
by the new company, remaining after 
the holders of non-can policies, who 
shall have elected to accept the reinsur- 
ance of their policies in the new com- 
pany on the reduced basis, shall have 
been restored to the benefits originally 
provided in their policies and certain 
depreciation reserves and additions to 
surplus shall have been established and 
made as provided in the agreement, and 
after all finally allowed claims filed with 
the commissioner as liquidator shall 
have been paid. 

At the end of the 10-year period, the 
new company is to create a fund 
amounting to $10 per $1,000 of non-par- 
ticipating life insurance taken over, to 
which fund the old stockholders shall 
be entitled pro rata, after restoration 
of benefits to non-can policyholders, es- 
tablishment of reserves and surplus, and 
payment of allowed claims. The new 
company may at its option postpone 
the creation of the fund, but in such 
event it shall pay an amount equal to 
interest on the sum at the rate of 6 ner- 
cent until the principal of the fund shall 
be created. and such interest pavmentc 
shall be distributed to the stockholders 
of the old company after fulfillment of 
the conditions. 


Dividends to Be Increased 


An important impending announce- 
ment relates to dividend scale on par- 
ticipating policies which, it is reported, 
make up about one-half the Pacific Mu- 
tual’s business. The dividends are to 
be substantially increased. For the 
present the old scale of dividends is 
being paid without any modification due 
to the reorganization. All current 
claims also are being paid in full, offi- 
cials state. 

Announcement of the launching of 
the new company brought several gen- 
eral agents’ and managers’ conferences 
In various parts of the country to which 
veteran general agents flew by airplane 
to explain details. Joseph M. Gantz, 
general agent at Cincinnati, presided at 
a conference in Chicago, 12 general 
agents from central western territory 
attending. At St. Louis, Carroll C. 
Day, Oklahoma City general agent, ex- 
plained the arrangement. H. Kenneth 
Cassidy, general agent at Houston, flew 
to New Orleans to preside at a similar 
conference for the southern territory. 
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Other conferences were held in west- 
ern territory. 

It must be remembered that the Pacific 
Mutual has great recuperative power. It 
has $636,000,000 of life insurance in force 
and much regular accident and health 
business and an agency plant which is 
worth a few million in itself. The new 
company has every prospect of success. 





LOCAL VIEW GIVEN 








LOS ANGELES, July 30.—In dis- 
cussing the subject of reorganization of 
the Pacific Mutual Life, Phinehas Prouty, 
Jr., million dollar producer of the Mas- 
sachusetts Mutual and president of the 
Life Underwriters’ Association of Los 
Angeles, remarked that it is an inspiring 
fact to realize, in view of the existing 
situation, that the members of the life 
insurance fraternity as a whole, includ- 
ing general agents, managers and agents, 
are striving so earnestly, individually 
and collectively, to see that the plans of 
Commissioner Carpenter, and President 
Kemp, of the new Pacific Mutual Life, 
for conserving the business are being 
carried out by the men in the field. It 
is a universal fact, in Mr. Prouty’s 
opinion, that the personal views of those 
engaged in the life insurance business 
are, as a body, wholly favorable to the 
officials of the new company and the 
commissioner’s office because of the 
splendid manner in which the situation 
has been handled andthe further fact 
that the policyholders’ equities are being 
given first consideration. 


Managers Association Met 


The Life Insurance Managers’ Asso- 
ciation of Los Angeles held a special 
meeting to consider the Pacific Mutual 
Life situation. Present at the meeting 
were Insurance Commissioner Carpen- 
ter and President Kemp of the new 
Pacific Mutual Life, both of whom dis- 
cussed the subject in brief talks and with 
reference particularly to the plan made 
for reorganization of the company. Op- 
portunity was given for members to ask 
questions in regard to details. Those 
present expressed their confidence in the 
plan of reorganization as outlined by 
the insurance commissioner and also ex- 
pressed their desire to cooperate by help- 
ing to conserve policies now on the 
books of the company. 





SAN FRANCISCO ACTS 








SAN FRANCISCO, July 30.—As 
chairman of the General Agents & Man- 
agers Association. section of the San 
Francisco Life Underwriters Associa- 
tion, V. T. Motschenbacher, manager 
Sun Life of Canada, contacted every 
life insurance man in a_ supervisory 
capacity in the city and urged upon 
them “the distinct responsibility of pre- 
venting any misunderstandings or un- 
favorable reactions on the part of the 
public,” agreeing that Commissioner 
Carpenter and officials of the Pacific 
Mutual had done an outstanding job in 
perfecting plans for reorganization and 
stating “any attempt to disturb a Pa- 
cific Mutual agent or to replace a single 
Pacific Mutual policw would have vicious 
and detrimental effects upon the insti- 
tution of life insurance and the confi- 
dence of the public. This situation re- 
quires more than lip service,” he said, 
and calls for an “active militant cam- 
paign of support on the part of every 
company, every manager or general 
agent and every underwriter.” 


Urged Sending Out Bulletins 


Mr. Motschenbacher urged that those 
managers or general agents who have 
not sent out bulletins to their agents, re- 
garding the reorganization of the com- 
pany, do so at once. He supplied each 
general agent and manager with a copy 





of the bulletin he had issued each Sun 
Life agent. 

Members of the Sun Life organization 
received the bulletin giving absolute 
unbiased facts regarding the reorgani- 
zation of the Pacific Mutual in a brief 
but explicit manner, explaining that 
policyholders ‘will suffer no loss what- 
ever except the inconvenience of a 60- 
day moratorium on policy loans and 
cash surrender values.” He said: “It is 
the duty of every life man to stand be- 
hind the Pacific Mutual in its reor- 
ganization plans, to assist in every way 
possible in conserving the life insurance 
business of that company and assuring 
the life policyholders and the public 
that they will suffer no loss and should 
continue their policies with the Pacific 
Mutual.” 

Similar bulletins have been issued by 
various branch offices on the Pacific 
Coast to their agents. This week a 
meeting is planned with Commissioner 
Carpenter by the San Francisco general 
agents and managers as well as the 
officers of the local life underwriters 
association, relative to any public stand 
to be taken on the situation. 





COMPANY LICENSED 





SAN FRANCISCO, July 30. — 
Twelve states have licensed the new 
Pacific Mutual Life with indications 


that by end of week more than 30 will 
have issued certificates of authority ac- 
cording to Commissioner Carpenter of 
California who says also that $24,000,- 
0cO deficiency in reserves for non-can 
accident and health business was wiped 
out by liquidation with policyholders 
privileged to obtain return premium or 
accept graduated basis of reinsurance 
from new company. 





HEARING ON CASE 








LOS ANGELES, July 30—Reorgan- 
ization of the Pacific Mutual will be laid 
before those interested, in an open 
hearing to be conducted by Superior 
Judge Knight here Aug. 12,. Policy- 
holders, stockholders and creditors will 
at that time be given the opportunity 
to approve or criticize the plan of re- 
organization. 

Six persons will at that time repre- 
sent each of the various groups in- 
volved in the action. The groups will 
be of six individuals representing the 
following: non-cancellable income pol- 
icyholders; non-participating life insur- 
ance; participating policy group; an- 
nuity: contract holders; accident and 
health policy group, other than those 
holding non-cancellable policies; rec- 
ord holders of capital stock of Pacific 
Mutual and six from the general cred- 
itors list. Selections will be made by 
Commissioner Carpenter. 

Asa Call, attorney representing the 
new company, has submitted an amend- 
ment to the reorganization plan to 
clarify that no participating stockholder 
should be paid until a complete restora- 
tion had been made to creditors. Judge 
Edmonds has approved this amendment. 


No Stockholder Liability 


Anxious stock holders and brokerage 
firms of the Pacific Coast were quick to 
contact the California department im- 
mediately following the release of the 
news of the reorganization plan of the 
Pacific Mutual Life. The law of Cali- 
fornia governing stockholders liability 
has been amended of recent years, to 
the extent that no liability exists for 
shareholders. 

Organization of a protective commit- 
tee to represent Pacific Mutual policy- 
holders during the reorganization was 
announced at Los Angeles by L. 
Allen, attorney. According to him the 
committee has been organized for the 
purpose of fighting any attempt by the 
company to cancel policies or in any 
manner “violate the contract rights of 
policyholders.” 

“The rapid-fire action taken by the 
Pacific Mutual in conjunction with the 
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insurance commissioner has all the ap- 
pearance of a rush actc in the interest 
of the company rather than for the pro- 
tection of the policyholders, "he said. 
Large space has been purchased in 
various newspapers by the new Pacific 
Mutual Life, calling attention to the 
letter addressed “To Whom It May 
Concern,” and signed by Commissioner 
Carpenter. The advertisement carries 
the signature of the reorganized com- 
pany and A. N. Kemp, president, and 
calls to the attention of the insuring 
public: “Assets—$214,917,202.” 





RAPID ACTION 





SAN FRANCISCO, July 30.—Com- 
missioner Carpenter of California exe- 
cuted some rapid and effective moves 
in the Pacific Mutual case. For some 
time the departments interested in the 
examination have appreciated that some 
action would have to be taken to save 





the company. On Wednesday of last 
week Commissioner Carpenter prear- 
ranged with the court for a hearing at 
the noon time at Los Angeles. His of- 
fice in San Francisco itself did not know 
what was going on. By having arrange- 
nients outlined ahead of time and all 
working in a confidential way, the en- 
tire picture could be presented to the 
court and the reorganization plan out- 
lined. The object was to put the plan 
through at the same time the con- 
servator was appointed. Under the 
California law the insurance commis- 
sioner automatically becomes receiver, 
liquidator or conservator subject to 
court confirmation but the court fol- 
lows the suggestion of the commis- 
As soon as the court at San 


sioner. ; 
Francisco approved and_ signed the 
order, Commissioner Carpenter  tele- 


phoned his San Francisco office and the 
new company was licensed immediately. 
The new Pacific Mutual has been in 
process of formation for a number of 


weeks as those on the inside appre- 
ciated that action would be necessary to 
save the old Pacific Mutual. Therefore 
time had to be taken to get the machin- 
ery in running.order so that immediate 
action could be taken. 





BULLETINS SENT 





A sumber of life underwriters asso- 
ciation officials have sent out bulletins 
or have word passed around that the 
Pacific Mutual Life should be supported 
and agents should become ambassadors 
of good will. President Rex Strong of 
the Texas Association of Life Under- 
writers sent a letter to members urging 
all to take advantage of every oppor- 
tunity to reassure the public as to the 
company’s sound position. The general 
feeling has been that as the life policy- 
holders were secure all advice should 
be to keep Pacific Mutual policies in 
force. 
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in force by 9%. 











Alea during the first six months of 
1936, trained Liberty National Agents sub- 
stantially increased their average earn- 
To do so, they produced 4% more 
new paid insurance, increased insurance 
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RECORDS 


Cedar Rapids Life—It reports that 
during the first six months its new 
business increased 43 percent. In pre- 
miums it ran 34 percent ahead of the 
first six months of last year. These are 
the largest gains that it has made since 
1931. It operates in Iowa and Ne- 
braska. The .increase was made by 
practically the same number of men as 
constituted the sales staff last year. 

Girard Life—Gained 23 percent in 
new paid-for in the first six months of 
this year as compared to the same pe- 
riod of 1935. An increase of nearly 50 
percent was made in June over produc- 
tion for the corresponding month of 
last year. 

Fidelity Mutual—For the first six 
months it showed assets $107,900,000, 
gain $2,900,000. It shows an increase 
of 24 percent over the corresponding 
period of last year. New investments 
for the first six months amounted to 
$7,900,000. The decrease in lapsed, sur- 
rendered and canceled policies amounted 
to $4,065,000. 

Protective Life shows $83,331,067 in- 
surance in force June 30, an increase of 
over 29 per cent. First-year premium 
income was $424,318, an increase of 
81.65 per cent. Total income increased 
27.46 percent. ; 


Occidental Life, Cal. — Reports 
gain in paid-for production in June of 
12.28 percent, with a volume of approxi- 
mately $7,000,000. It now has more 
than $250,000,000 insurance in force. 

C. W. Peterson, Phoenix Mutual, San 
Francisco—A 27 percent gain in paid 
premiums and a 24 percent gain in is- 
sued business is reported for the first 
six months of 1936. 

H. C. Lawrence, Lincoln National Life, 
Newark—Reports 400 percent increase in 
paid for business for July. The agency 
is celebrating its 15th anniversary and 
plans to pay for more business for the 
year ending June 30, 1937, than for the 
same period a year ago. 





Kansas City Life Meetings 

The W. T. Kook agency of the Kan- 
sas City Life in Minnesota will hold its 
annual camp meeting at Lake Minne- 
tonka July 31, Aug. 1-2, devoting three 
days to education and recreation. From 
the home office will attend Dr. J. E. Bee, 
associate medical director; Dallas Alder- 
man, agency secretary; Walter Cluff, 
educational director, and Dix Teachenor, 
millionaire producer for the home office 
agency. Mr. Alderman, Mr. Teachenor 
and Mr. Cluff will attend a similar meet- 
ing of the L. E. Madden Wisconsin 
agency at Chippewa Falls, Wis., August 
2-4, 

J. F. Barr, vice president in charge of 
agents for the Kansas City Life, and Dr. 
H. A. Baker, medical director, will at- 
tend the annual camp meeting of the O. 
Sam Cummings agency, Avzust 3-5 at 





Newspapers Give Extensive 
Space to Life Payment 
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impression in the public’s mind towar 
life insurance. 

A number of newspapers commented 
on the payments: 

“A very convincing argument. that 
life insurance pays is to be found in the 
report released by The National Under. 
writer,” says the Davenport, Ia., “Star.” 
“This report not only shows the mag. 
nitude of the work being carried on py 
the insurance companies, but it states 
very clearly the actual cash outlay from 
insurance. The total of $272,800,000 was 
rather a tidy sum to be paid to policy- 
holders and beneficiaries in Iowa and 
Illinois in one year’s time on their insur. 
ance. People who invest wisely in in. 
surance do not have to worry about old 
age security.” 

After citing a few large claims, the 
Hoboken, N. J., “Observer” says: 

“The bulk of the state’s total, how- 
ever, is made up of much smaller sums, 
indicating the universal service rendered 
by life insurance. 

“Furthermore, it places the life insur- 
ance sojicitor in the form of a bene- 
factor, notwithstanding that he is often 
regarded as anathema by those who do 
not consider the prospect of possibly 
bereft widows and orphans. The wise 
and considerate insure.” 


South Dakota Comment 


In commenting upon the payments in 
South Dakota, the Watertown “Public 
Opinion” says: 

“Life insurance does not need a selling 
argument now. Good men have pretty 
well placed life insurance on the pre- 
ferred list of individual assets through 
fifty or more years of patient sales 
effort. Sometimes the men who brought 
the story of life insurance were deemed 
nuisances. 

“But we would be stupid indeed if we 
failed to recognize that any national 
agency which turns over six million 
dollars to South Dakota people yearly, in 
money that represents thrift and reason- 
able precaution to care for the unfortu- 
nate is not only big business but good 
business. 

“It takes the figures now and then to 
remind us of the facts. Our groping for 
a system of social security, for so-called 
social justice for the aged, would be far 
more intensive if it were not for the 
manner in which life insurance, as 4 
purely private enterprise, supplies, in 
part the need.” 

A few extra copies of the Life Pay- 
ments Number are still available at 7% 
cents each. Send orders to A 1946, In- 
surance Exchange, Chicago. 


C.L.U. NEWS 


ROGER CLARK PRESIDENT 


The C. L. U. Association of the 
Northwestern Mutual Life held its an- 
nual luncheon at the head office in Mil 
waukee during the time of the agency 
convention. Roger A. Clark of Pitts- 
burgh was chosen president; Alden 
Smith of Nashville, vice-president; W. 
W. Lundgren of Milwaukee, secretary 











treasurer, Glenn B. Dorr of New York 
City made the chief address at the 
luncheon. The Northwestern Mutual 


has 121 C. L. U. men. There were #4 
in attendance. 
* OK Ox 
DETROIT LUNCHEON AUG. 3 


All life underwriters in Michigan have 
been invited to attend a luncheon in e- 
troit Aug. 3 under the auspices 0 ° 
Detroit C. L. U. chapter. Dr. S 
Huebner will review the progress © 
the C. L. U. movement. F. E. McCart- 
ney, Equitable of New York, president 
of the Detroit chapter, is handling af 





New Braunfels, Tex. 


rangements and will preside. 
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Celebrate 50th Anniversary 





Protected Home Circle Two-day Gath- 
ering at Sharon, Pa., Featured 
by Cornerstone Laying 





The 50th anniversary of founding of 
the Protected Home Circle was cele- 
brated for two days at Sharon, Pa., the 





Ss. H. HADLEY 


home office city. Thousands of mem- 
bers of the order attended. The cele- 
bration was opened with initiation of a 
large class of candidates. Mayor Thomas 
of Sharon, Mayor Burton and Judge 
McGill of Cleveland, O., were guests. 

The next afternoon a parade of 65 

units of uniformed degree and drill 
teams, numbering over 1,200 persons, 
was held. These teams came from Penn- 
sylvania, Ohio, Michigan, New York, 
Maryland, Illinois and West Virginia. 
_ The cornerstone of the new home of- 
fice building was laid by President S. H. 
Hadley, who introduced E. S. Joseph, 
first deputy of the Pennsylvania depart- 
ment, who addressed the thousands of 
people assembled. The home office was 
burned some time ago. The formal 
celebration of the golden jubilee was the 
climax of a celebration campaign which 
has been held for 12 months and re- 
sulted in securing over 17,000 members 
and net gain of over 3,000 membership. 
There were more than 200 formal class 
initiations at which thousands of mem- 
bers were taken in. More than 100 cir- 
cles secured at least 50 members and 
50 circles made net gain of 50 members 
in that period. 

President Hadley in the dedicatory ad- 
dress reminisced regarding founding of 
the society, honoring the Rev. H. 
Hall, Di. Salem Heilman, H. W. Hor- 





ton, Jr., Alexander McDowell, J. V. 
Rose and A. W. Williams, of Sharon, 
and P. D. Stratton, Salem, O., the found- 
ers, of whom only two survive. Mr. 
Stratton, chaplain, attended the Sharon 
celebration. 

Mr. Hadley noted that in addition to 
furnishing protection for a half century 
to members and their families, the so- 
ciety has inculated the principles of 
friendship and brotherly love, sanctity of 
the home, loyalty to country, devotion 
to the flag, and the belief in a Supreme 
Being. “Our society is founded upon 
principles that go far toward the mak- 
ing of a stronger people, stronger homes 
and stronger government,’ he said. 
“May we be true to those principles.” 





Yeomen Mutual Tax Case 
in Iowa Is Being Heard 





DES MOINES, Ia., July 30.—Suit of 
the Yeomen Mutual Life of Des Moines 
to enjoin the Iowa department from 
collecting 2%4 percent premium tax and 
to restrain the department from cancel- 
ling its license was begun in Polk 
county district court here before Judge 
Jordan. It is a test case to determine 
if the premium tax applies against fra- 
ternals. There are several similar cases 
pending in Polk county district court 
and U. S. district court. 

Treasurer W. E. Davy admitted un- 
der cross-examination that an applicant 
must submit to physical examination 
but said failure to pass an examination 
did not bar the applicant from member- 
ship. The Yeomen state deputy re- 
ceives a fee of $1 on each policy written 
by other deputies. While the Yeomen 
consider this a commission, it corre- 
sponds with the term “over-writing” 
used by life companies. 


Woodmen of the World Drive 


The annual founders sales campaign 
of the Woodmen of the World ended 
with a new sales record of $19,753,985. 
Texas was the leading producing state 
with $4,0077,750 and H. R. Miller of 
Pennsylvania led individual producers 
with $187,000. This year’s drive bet- 
tered the 1935 drive by nearly $1,000,000. 








Reinstatement Held Valid 


In Pollard vs. Royal Highlanders, the 
Nebraska supreme court has held that a 
reinstatement was valid, even though 
the assured during the period of lapse 
had been in a hospital suffering from 
a heart ailment which caused an im- 
paired circulation. 

The assured failed to make the pay- 
ments due in August of 1930 and the 
month following, including January, 
1931. On Feb. 9, 1931, the assured for- 
warded check for all delinquent pay- 
ments, together with a certificate of 
good health. In September, 1930, the 
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AID ASSOCIATION FOR LUTHERANS 


APPLETON, WISCONSIN 
The largest legal reserve fraternal life insurance society for 
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Insurance in force...................+- $163,346,807.00 
PO aio eam add 19,709,639.87 
BENEFITS PAID SINCE 
ORGANIZATION IN 1902 
Death Benefit ........... $ 4,765,883.17 
Sigh Heriene ... + .<cecs >< 1,388,044.56 
Total Permanent 
Disability Benefit ...... 60,850.70 
Old Age Benefit.......... 47,826.47 
Cash ‘Surrender ~......... 3,669,679.16 
Smite. nc sree oc acces 5,538,920.69 
Our Own Home Office Building ROU De carcanaed cocaneaee $15,471,204.75 
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assured was ill with an attack of in- 
fluenza but apparently recovered. Then 
she was in the hospital with a heart ail- 
ment, but was discharged as fully re- 
covered. 

The supreme court said that an in- 
correct or untrue answer in an applica- 
tion in reference to matters of opinion 
or judgment will not avoid the policy 
if made in good faith and without in- 
tention to deceive. The statement, 
signed by the assured, in which she 
states she is of sound constitution and 
good health, is a representation and not 
a warranty. In order to defeat a re- 
covery because of the falsity of a rep- 
resentation, the company must prove 
that the representation was untrue, that 
it was made by the assured knowingly 
with the fraudulent intent to mislead 
and deceive, that it was material to the 
risk and that it was relied on by the 
comipany. 





Decision as to Beneficiaries 


In Bambery vs. Ancient Order of 
United Workmen, et al., the Minnesota 
supreme court has held that, where 
there is a revocation of the designation 
of the beneficiary in a fraternal certifi- 
cate, without the effectual designation 
of a new beneficiary, the certificate re- 
mains in force, and is payable to the 
beneficiaries surviving the deceased or 
eligible as such under the by-laws of 
the insurer and the controlling statute. 


Gull Flies to Boston 


The Boston publicity committee that 
is functioning in connection with the 
annual meeting of the National Asso- 
ciation of Life Underwriters in that city 
has prepared a mailing sticker and card- 
board posters. These give an impres- 
sionistic outline of part of the New 
England coast with a gull flying to 
Boston. A nominal supply will be sent 
to the local associations and orders for 
extra numbers can be filled. 
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Detroit Management Congress 





Special Session for General Agents, 
Managers and Supervisors at Detroit 
Golf Club Aug. 4 





DETROIT, July 30—At a time when 
association activities are ordinarily sus- 
pended, the Associated Life General 
Agents & Managers of Detroit an- 
nounce a management congress for gen- 
eral agents, managers and supervisors, 
to be held at the Detroit Golf Club 
Aug. 4. 

The business session will be held in 
the morning, with round table discus- 
sions of management problems. K. W. 
Conrey general agent Penn Mutual, 
Grand Rapids, will conduct a discussion 
on the training of agents; George E. 
Lackey, general agent Massachusetts 
Mutual, will handle the discussion of 
motivation and C. R. Eckert, general 
agent Northwestern Mutual, that on 
prospecting. 

Dr. S. S. Huebner, president of the 
American College of Life Underwriters, 
will speak at a luncheon on current life 
insurance problems and the education of 
agents. ‘The afternoon will be given 
over to golf, baseball and other recrea- 
tions, with a dinner in the evening. The 
congress is being staged by a commit- 
tee consisting of G. A. Reem, general 
agent State Mutual; Hugh C. White, 
general agent Connecticut Mutual and 

Lackey. 

The paid volume of new life insurance 
for the Detroit territory in June in- 
creased 5.9 percent over May, and 7 per 
cent over June, 1935, the managers’ 
roup reports. The total was $7,222,407 
or 20 companies writing about 40 per 
cent of the ordinary life volume there. 





Rovar Netcupors or America 





® One of the largest fra- 
ternal benefit societies. 


Membership 
598,014. 
@ Operates home for 
aged dependent mem- 
bers. 


Admitted Assets 
$56,686, 146. 


® Maintains fraternal 
fund to assist needy 
members. 


Total claims paid 
$87,937,415. 


@ Writes modern forms 
of life insurance for 
women, men and chil- 
dren. ; 


Insurance in force 


$467,330,469. 


@ Provides free health 


service. 


SUPREME OFFICE 
ROCK ISLAND, ILL. 











FORTY-ONE YEARS 


OF SERVICE 


Royal Neighbors of America was 
chartered as a fraternal benefit so- 
ciety in the state of Illinois on March 
21, 1895. Since that time the society 
has faithfully provided a dual service 
of insurance and true fraternalism for 
members numbering in the hundreds 
of thousands. 


The history of Royal Neighbors of 
America reveals that its fundamental 
principle of twofold service has been 
an outstanding success. This success 
is reflected in the steady growth of 
the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 
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Modern Woodmen’s License Revoked 


(CONTINUED 


FROM PAGE 3) 





policies on the American Experience 3% 
percent basis, but that in calculating the 
reserve credits to be given to convert- 
ing members various methods are used, 
apparently with the end in view of keep- 
ing such credits lower than the reserves 
to be set up. It was stated that under 
such rewriting, members will have to 
pay higher premiums and their only 
benefit is the privilege of a cash sur- 
render value after three years. 


Former Official a Witness 


An unexpected witness was J. W. 
Gault of Minneapolis, who prior to May 
1, last, had been an official of the fra- 
ternal. He formerly was provincial man- 
ager and chief agent in Canada and prior 
to that was a district deputy, lecturer 
and organizer in Minnesota. He joined 
in 1903. He was questioned about sala- 
ries paid to high officials and thir du- 
ties and revealed that the head camp 
meeting in 1933 cost more than $208,000 
for the 256 delegates and 276 other per- 
sons who attended. All were allowed per 
diem expenses of $15 a day for 15 days 
plus 10 cents mileage one way. Even 
high salaried officials were given such 
allowances. He said he went to the 
camp to “herd the delegates and see that 
they voted as the national officers 
wanted them.” 

There was no reference made to the 
refusal of the Woodmen to pay the Mis- 
souri 2 percent premium tax. 

It was stated by witnesses that al- 
though the liabilities, including reserve 
benefit liabilities, exceeded the admitted 
assets as of June 30, 1935, by $8,286,322 
a fraternal is not insolvent so long as 
it can pay death claims when due. It 
was brought out some of the depart- 
ment’s charges were admitted by officials 
of the society. . 

Mr. O’Malley revealed during the 
course of the hearing that at a confer- 
ence in Kansas City some weeks ago 
attended by himself, G. G. Perrin, chief 
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counsel for Modern Woodmen, and A. 
N. Adams, a Kansas City attorney for 
the society, he was requested to delete 
from the Missouri department’s report 
of its examination of the fraternal all 
reference to its sole agency contract with 
F. W. Pearson of Chicago for the re- 
writing of Woodmen members under 
new rates fixed by the head camp in 
1929. “I told them that I would be vio- 
lating my obligations to the state and 
its citizens and to the society and its 
members if I concealed that transac- 
tion,” said Mr. O’Malley. Later he 
stated that under this contract the so- 
ciety paid the Pearson organization 
about $12,000,000 “while it was lapsing 
nearly $1,000,000 of insurance.” 

Those familiar with the rewriting pro- 
gram of the Modern Woodmen recall 
that the work was carried on over a two- 
year period and that Pearson during that 
time never had less than 1,000 men in 
the field and at times maintained a force 
of 2,000. A commission of 40 percent 
on the first year’s premium went to 
Pearson and the men were paid 25 per- 
cent. In one year about a half billion 
dollars of business was rewritten. As- 
suming that the average premium was 
$30 a thousand, that means that the 
Pearson organization collected $6,000,000 
in commissions that year. As a matter 
of fact, the average premium was pro- 
ably higher than $30. 

Modern Woodmen officials refused to 
appear or have the society represented 
at the hearing in Jefferson City, called 
by Superintendent O’Malley to consider 
revocation of license. 

Complete Record Required 


The national secretary, J. G. Ray, 
wired Commissioner O’Malley July 22 
stating that the executive council in spe- 
cial session found that it was impossible 
to prepare for the hearing by July 28. 
The commissioner was told that on ac- 
count of the charges set forth more 
time would be required to gather in- 
formation. Secretary Ray then in- 
formed Commissioner O’Malley that 
because of the national scope of its ac- 
tivities the Modern Woodmen had in- 
vited Insurance Director Palmer of IIli- 
nois and he had agreed to initiate im- 
mediately an early convention exami- 
nation that would be in accord with the 
procedure recognized by the insurance 
departments of all states. He declared 
that the Modern Woodmen considered 
such convention examination necessary 
to meet effectively the charge stated in 
the Missouri notice. 

It was stated the institution is a great 
‘business organization which has oper- 
ated successfully for more than 53 years, 
has approximately $650,000,000 insur- 
ance in force with about 1,000,000 bene- 
ficiaries—mostly women and children— 
and has 10,472 local camps in the United 
States and western Canada, being the 
largest fraternal society in the business. 
For this reason the officers held that 
the court review should be based upon a 
complete record, which could not be 
made without adequate preparation. 
O’Malley Grants No Postponement 


Commissioner O’Malley replied im- 
mediately declaring that the request for 
a postponement was an effort to obtain 
indefinite delay, therefore avoiding a 
full disclosure of the activities of the 
Modern Woodmen being made to its 
members and the public. He told the 
Modern Woodmen that all facts re- 
ferred to in his notice which require any 
detailed knowledge were in controversy 
at the hearing held May 8-9. There- 
fore the commissioner stated that the 
Modern Woodmen had two months 
prior to that time to prepare answer to 
the charges. It has had _ practically 
three months since that time, he said, 
to make a defense. Therefore he feels 


that sufficient time has been given. 
Following up his revocation of the 

Woodmen’s Missouri license, Superin- 

tendent O’Malley called on Ernest Pal- 





remove the present “incompetent man- 
agement” of the fraternal for the protec- 
tion of its membership. 

O’Malley said his action, while pre- 
venting the solicitation of new business 
in Missouri, would not protect the pres- 
ent members and that such protection 
must come from Director Palmer. 

A formal motion by Superintendent 
O’Malley to dismiss the petition by the 
Modern Woodmen to enjoin him from 
any attempt to revoke its authority to 
do business in Missouri has been filed 
in the federal court at Jefferson City. 


MODERN WOODMEN IN IOWA 


ROCK ISLAND, ILL. July 30.— 
Rumors that the Iowa department 
would follow the lead of Missouri in 





trying to revoke the license of the 
Modern Woodmen to transact business 
were denied by officials of the fraternal. 
“There is nothing to such a statement,” 
a spokesman said. “Our license in 
Iowa was renewed in February of this 
year.” Maurice Pew, assistant commis- 
sioner, at Des Moines also denied that 
the department was considering any ac- 
tion against the fraternal. 


Kansas City Life 
Bid Is Accepted 


(CONTINUED FROM PAGE 8) 


nental Life’s affairs for Superintendent 
O’Malley since May 25, 1934, will re- 
main at the Continental Life home offices 
as the personal representative of the 
Missouri department to see that all of 
the terms of the contract of sale are 
complied with. This is a customary step 
in such mergers. 

Joseph B. Thompson, former Missouri 
superintendent, will have charge of the 
local office in St. Louis until the persona! 
property is disposed of or transferred to 
Kansas City, after which time the real 
estate holdings in the city of St. Louis 
will be placed in the hands of some 
local real estate concern. 

‘Through the sale the Kansas City 
Life, which now has about $380,000,000 
of insurance in force, obtains an addi- 
tional $54,500,000 of Continental Life 
business. The Continental Life has 
about $13,150,000 in admitted assets. 

In commenting on the purchase of the 
Continental Life, J. B. Reynolds, presi- 
dent of the Kansas City Life, issued a 
statement calling attention to the fair- 
ness of the contract. 

An interesting feature of the Kansas 
City contract is that not only does the 
company waive the collection of interest 
on the 50 percent lien against the re- 
serves of the non-registered policies, but 
it guarantees to remove the lien at the 
end of ten years if it has not been re- 
tired before that date. It also provides 
that no service charges shall be made for 
handling the Continental Life business. 

As of July 22 the total of all liabilities 
of the Continental Life was estimated 
by C. E. Nelson, actuary for the Missouri 
insurance department, at approximately 
$15,000,000 compared with $13,150,000 in 
assets, leaving a deficit as of that date 
of $1,850,000. All types of policy re- 
serves on July 22 were placed at about 
$13,750,000, including $5,600,000 on reg- 
istered business and $8,150,000 on non- 
registered policies. The lone change in 
the original contract provides that in 
no case shall the lien plus existing policy 
indebtedness exceed the total amount of 
the reserve. The liens shall be against 
the reserves as of Jan. 3, 1934, the date 
of the original receivership suit against 
the Continental Life by Mr. O’Malley. 
As of that date the non-registered re- 
serve liability of the company was $8,- 
950,932 and registered reserves totaled 
$6,392,737. 

What legal move, if any, Ed Mays, 
who was president of the Continental 
Life, contemplates taking in opposition 
to the sale of that company to the Kan- 
sas City Life has not yet developed. 
A provision of the contract of sale is 
that the Kansas City Life agrees to sell 
to the stockholders of the Continental 
Life for $1,100,000 cash the 21-story 
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CHESTER 0O. FISCHER 


Chestér O. Fischer, formerly St. Louis 
general agent for the Massachusetts 
Mutual Life, who was recently pro- 
moted to a head office position in the 
agency department, has been elected a 
vice-president of the company. The 
directors at the same time voted to 
eliminate numerical designation of vice- 
presidents and J. C. Behan and W. A 
Rawlings, who had the title of second 
vice-presidents, now become full vice- 
presidents. 

Mr. Fischer was to have been elected 
vice-president of the National Associa- 
tion of Life Underwriters this fall and 
the next year he would have assumed 
the presidency. 








Commissioner Sullivan to 
Face Opposition in Primary 





SEATTLE, WASH., July 30.—Con- 
missioner W. A. Sullivan of Washington 
will face opposition in the primary elec- 
tion Sept. 8. George E. Stokes, Seattle 
agent, has filed for the office of insur- 
ance commissioner on the Democratic 
ticket. His move was a surprise, inas- 
much as it had been conceded that Mr. 
Sullivan would face no opposition in the 
primaries. The final election is held in 
November. The two other candidates 
who have filed are J. O. Rummens, for- 
mer chief deputy under the late H. 0. 
Fishback, and C. B. White, past presi- 
dent of the Insurance Agents League of 
Washington, both Republicans. 

Mr. Stokes was for 10 years an agent 
for the Metropolitan Life at Tacoma 
and more recently was an agent in Se- 
attle for the Travelers. For a time he 
was district manager at Everett for the 
United Pacific Life, which was later re- 
insured by the Northern Life. 


Bankers National Anniversary 


The Bankers National is observing 
the first anniversary of the move of its 
head office to Monclair, N. J., from Jer- 
sey City. Congratulatory messages 
were received from civic, business and 
banking leaders in Montclair and many 
other parts of the country. President 
Ralph R. Lounsbury announced con- 
tinuous gains of insurancce in force and 
gains in new business volume and as- 
sets in the year. The home office build- 
ing at 26 Park street, occupied ex 
clusively by the Bankers National, for- 
merly was the home of Montclair lodge 
of the Elks which was completely re- 
designed and refurnished. The officers 
and staff are taking an active part 
civic affairs, as a consequence of which 
the “Montclair Times” presented a full 
page story about the company. 








which is carried at a book value of $1 
500,000. The time limit on this offer 'S 
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SALES IDEAS AND SUGGESTIONS 











Excellent Features Included 
in Mutual Life’s Course 





The Mutual Life of New York has 
compiled an “Introductory Training 
Course for Life Insurance Representa- 
tives” which is now required reading for 
full-time agents. 

Of the 10 books in the course, seven 
are on life insurance, one discusses the 
opportunity for successful field work as 
a career and the final two books are 
concerned with prospecting methods. 
The books on life insurance are the 
work of j. B. Maclean, associate ac- 
tuary. i= gS 

In the course the reader is invited to 
look at “The Life Insurance Principle, 
“\ Specimen Policy Contract,’ ‘ The 
Most Important Policy Forms,” “Defi- 
nitions and Special Forms and _ Con- 
tracts,” “Dividends and Income Settle- 
nents,” “Life Insurance as Protection,” 
“Life Insurance as Savings.” The pros- 
pecting books discuss “The Importance 
of Preparation” and “The Market for 
Life Insurance in the Community.” 


Requirements for Successful 
Career in Life Insurance 


The requirements for a successful 
career are given as energy, common 
sense, character, stability and genuine 
sympathy with the hopes of other hu- 
man beings. Primary life insurance 
appeals are listed as 

—to love of one’s own people 

—to motherhood and fatherhood 

—to the building of character 
—to thrift and saving ; 

—to reasonable but not too stringent 
self-denial 
—to ultimate peace of mind 
—to choice of what things are of 
value and what are not 
—to far-sightedness ; ; 
—to the carrying on of an ideal in a 
home, a business or a service after one 
is gone -- 
—to the desire to be systematic in 
one’s habits 
—to see something grow ‘ } 
—to profit through cooperation with 
others 
and (if properly planned) 

—to accumulate a fund which may 
be eventually drawn upon to help main- 
tain one’s own independence, security 
and self-respect in later years when 








Main Purchasers of Life 
Insurance in June Given 





Wholesale dealers continue to 
occupy a prominent place in the 
1986 life insurance buying picture, 
according to the monthly survey 
of the Lincoln National Life. 
Last month they held first place 
among buyers of big policies both 
in number of policies purchased 
and in total amount of insurance 
represented. Closely following 
wholesale dealers on the list of 
largest number of big policies 
purchased were: Brokers; bank 
Managers and real estate com- 
Pany officials; lawyers, judges 
and justices; insurance agents; 
office managers; agents and col- 
lectors; and automobile and ac- 
cessory dealers. The list of lead- 
ing groups in order of total 
amount purchased was the same 
as that for number of policies 
bought. 


_— 
eee 








earning power diminishes and the need 
for life insurance protectcion is out- 
lived. 

Much emphasis is placed on the im- 
portance of published and reprinted ad- 
vertisements which introduce the agent 
to the prospect either through the ef- 
forts of the company or the agent or 
both in advance of the planned inter- 
view. The modern representative, it is 
stated, “differs from most individuals 
offering articles or services to the pub- 
lic. He is in no sense a salesman and 
should never think of his occupation as 
selling anything. He does not sell nor 
does the public buy life insurance in the 
sense that commodities of life are 
bought and sold. It is true that the 
representative draws a remuneration for 
his work, but he is paid that remunera- 
tion for his services to his company and 
those whose life insurance he arranges, 
because he helps them conclude a mu- 
tual contract, each party to which 
agrees to carry out its terms.” 


Ten Rules Listed 
for Guidance of Agent 


In presenting the subject of protec- 
tion, one of the books lists ten rules 
for the agents guidance as follows: 

1. Seldom can people be frightened 
into thinking what may happen. 

2. A man’s private affairs are his pri- 
vate affairs. Tact and understanding 
are required in dealing with them. 

3. It is easier to talk to a man about 
what you want to do with him than 
what you want to do to him. And it is 
easier to talk about what you want to 
do for him than either, provided he be- 
lieves in you. 

4. Success is the science of being be- 
lieved in. 

5. There is no substitute for the in- 
terview, but of two competitors both 
in search of an interview, all other 
things being equal, the one who sends 
printed matter in advance of the in- 
terview will succeed over the one who 
doesn’t. 

6. People as a rule do not “reply” to 


life insurance advertisements or other 
messages. They expect to be called on 
anyway. 


Y 


7. Healthy people, who are the onlv 
good prospects. think in healthy terms: 
such as growth: strength and security: 
progress and achievement: skill and 
ability; authoritative knowledge; organ- 





ization; loyalty; square-dealing; persist- 
ence—all “energy” words. 

8. The generally ‘accepted theory 
that people do not want to see life in- 
surance representatives should be taken 
with a grain of salt, cartoonists and 
“wise-crackers” to the contrary. The 
truth is that each day, week or month, 
thousands who at first gave the im- 
pression they were “not interested” have 
been made interested by some carefully 
planned pre-approach. 

9. The agent who can decide today 
what persons he plans to interview a 
week or two weeks from today and 
who will prepare himself and those to 
be interviewed for those future calls 
will never need complain that he is “all 
out of prospects.” 

10. The successful salesman is con- 
stantly alert to prevent the one being 
interviewed from thinking of life in- 
surance as a “policy” or piece of paper 
and will use every means available to 
get him thinking of life insurance as 
a plan of protection to be commenced, 
expanded and completed as_ circum- 
stances make it possible. And the rep- 
resentative studying and proposing and 
following up such a plan or program is 
the one most likely to secure the suc- 
ceeding applications, others things being 
equal. 


Functions of Life Insurance 


The functions of life insurance were 
outlined by Harold Wiedeman, instruc- 
tor at the University of Denver’s school 
of commerce, in a _ radio broadcast 
sponsored by the university. 

“Life insurance gives a person time 
to accumulate an estate, if he lives, and 
provides that estate instantly if he dies. 
It is a deep and sincere expression of 
affection. The life insurance estate is 
created by a small deposit. After this 
amount has been paid, the estate of 
the insured is immediately increased to 
its full value. The estate that has been 
created is easily maintained by periodi- 
cal payments. Wives sometimes object 
to life insurance. Widows never do, 
because only the widow realizes the 
hardships of readjustment and difficulty 
of providing the family income. Homes 
have been saved, business tided over, 
children kept in schools and college, 
surgeon’s bills paid, families held to- 
gether—all because the head of the 
house refused to put off, and started 
early to build his estate of life insur- 
ance. In approximately 90 percent of 
the cases, the proceeds of a life insur- 
ance policy are all that remain at the 
death of those responsible for the sup- 
port of dependents.” 
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| Programming Ability Is Asset 





“Programming is a special service 
which places our work on a professional 
basis, and can be performed only by 
an agent who knows his _ business,” 
says Arthur P. O’Brien, Jr., New York 
Life agent, New York City. It imme- 
diately opens the eyes of the prospect 
to the possibilities of life insurance as 
applied to his own problems, he said. 
Programming usually binds the client 
to the agent for the future, not only 
after the necessary policies are acquired, 
but as long as any service is required 
pertaining to the life insurance estate. 

A program must have definite objec- 
tives, Mr. O’Brien stated. These are: 
To start a definite savings plan; to es- 
tablish a reserve fund for emergency 
use; to start a retirement program; tuo 
begin a program at the lowest possible 
rate. 

In developing the protection angle, 





to make the objective more personal, he 





suggests: A cleanup fund; an income 
for the mother; an educational fund 
for the children; an income for the wife 
and children if anything happens to 
the prospect; a retirement income for 
the prospect and his wife. 

Programs are presented in outline 
form with the important facts empha- 
sized by the use of red ink, under Mr. 
O’Brien’s plan. 

“When our clients have satisfied 
themselves as to our ability and our 
service,” Mr. O’Brien declared, “there 
is no doubt that they appreciate what 
we have done. In addition to becom- 
ing good buyers of more insurance in 
the future, they are usually ready and 
willing sources of new prospects for 
you. The adage, ‘One good turn de- 
serves another’ is borne out here to 
perfection, and to me it seems a firm 
foundation upon which to build an in- 
surance career.” 
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CAPITALIZES POTENTIAL WEALTH 


At the Life Insurance Forum of the 
Life Underwriters Association of Los 
Angeles, with Peter Thompson, Equit- 
able of New York, recently elected 
chairman, presiding, Dr. . B. Van- 
Arsdall, field instructor Equitable Life 
of New York, discussed “Putting Life 
into Life Insurance.” 

“The main function of life insurance,” 
he said, “is to take the potential worth 
of an individual to his family and de- 
liver that potential worth to his family, 
whether he lives or not. 

“IT like to ask a man: ‘How many 
people are you financing and for how 
long and for how much?’ That is the 
need that this man has for life insurance. 
The only way you will sell more insur- 
ance to a man is to make him happy 
with what he already has.” 


* * * 
THE ALPHABET 


Especially for life insurance men pre- 
pared by the “Emancipator” of the 
Lincoln National Life. 


A is for Agent whose spirits do bubble 

B is for Bombast that gets him in trouble 

C is for Courage, so strong and so stout 

D is for Doubt that kicks success out 

E is for Eagerness which soon licks the 
blues 

F is for Footwork that wears out the 
shoes 

G is for Gravy—there is none in ones 

H is for Hammocks the good agent 
shuns 

I is for Ignorance, far, far from bliss 

J is for “Jack” that the ignorant miss 

K is for Keenness that seeks out a sale 

L is for Letter and fine direct mail 

M is for Meat that commissions do buy 

N is for “Not-Taken-Outs” and a sigh 

O is for Orphans protected by you 

P is for Payments that help widows 
through 

Q is for Quality—business that’s king 

R is for Radiance renewals do bring 

S is for Sleep all good salesmen need 

T is for Time Control, the successful 
man’s creed 

U is for Ulcers that carry a rate 

V is for Verdict of applicant’s fate 

W is for Winners in contests so fine 

X is for Xerxes, put in to make rhyme 

Y is for “Yippee” the agent does yell 

Z is for Zeal that makes sales swell. 


Protective Life’s Thrift 
Club Has 2,000 Members 


A Thrift Club for boys and girls has 
been built up by the Protective Life of 
Birmingham until it now has more than 
2,000 members and is growing rapidly. 
The club was founded in 1930. Any boy 
or girl between 10 and 18 years of age 
may join by taking out a life insurance 
policy. 

“The Thrift Club idea is first pre- 
sented to the parents, who are urged to 
take out the first policy and pay the first 
premium and then encourage the boy (or 
girl) to earn money himself to pay addi- 
tional premiums,” said C. W. Whitehead, 
supervisor of the thrift department. 

“Through the efforts of our regular 
agents we now have Thrift Clubs func- 
tioning in several states with the 
Birmingham club having more than 200 
members.” 

Once each year a thrift essay contest 
is promoted on the subject “Why I Be- 
lieve in Life Insurance, with all-expense 
tropical cruises being awarded one boy 
and one girl winner. 
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Life Indemnity in Non-Can Big Loser 


(CONTINUED FROM PAGE 1) 





discontinued the non-cancellable business 
entirely, or changed to aggregate forms 
of policies. The four companies which 
two years ago were still offering life 
indemnity coverage are reported to have 
written only about 2,200 new policies in 
1934, less than 15 percent of the total 
1921 production. 

Difficulties in setting up proper re- 
serves in the early days of the busi- 
ness were due to the absence of a 
standard sickness table based on domes- 
tic experience. Non-can claim cost ad- 
vances rapidly with increasing age, as 
Clyde W. Young, president Monarch 
Life, pointed out in an address before 
the Health & Accident Underwriters 
Conference in 1934. Mr. Young believed 
it was doubtful that a satisfactory single 
standard for all companies could be ob- 
tained even if uniform contracts were 
adopted, for the actual experience de- 
pends largely on individual company 
underwriting and agency policies. 

Actuarially, non-can rate calculations 
follow closely life company practices, 
since with a level rate the company col- 
lects more than it needs in early years 
and less than it needs in later years. As 
claims grow heavier with advancing age, 
reserves are called on to make up the 
difference. 

For many years most states permitted 
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companies to write this coverage with- 
out setting up any specific reserves. New 
York is one of the few states having 
any legislation or rulings on this matter. 
Hunter’s Disability Table in 1926 was 
prescribed in New York as the minimum 
basis, and in 1931 there was prescribed 
Cammack’s modification of the Man- 
chester Unity Sickness table. Some 
companies have been permitted to use 
their own experience if well established. 

Mr. Young noted that while a com- 
pany can continue for a considerable 
time without proper reserves if new 
business is showing a constant upward 
curve, a slump in production will soon 
show the weakness. 


Comparison of Results 


The marked difference in experience 
between the aggregate and lifetime in- 
demnity contracts was shown by Mr. 
Young in a tabulation covering the period 
1925-1933. For 1925-29, companies writ- 
ing primarily policies with an aggregate 
limit on all claims, or a limit on each 
individual claim, had combined loss ratio 
of 63 percent, whereas companies that 
wrote primarily life income policies had 
77 percent. For the period 1930-33, the 
ratios were 66 percent and 111 percent, 
respectively. The figures for these years, 
Group A being companies largely on the 
aggregate basis and Group B those on 
life income plan, were: 

~~ 


Many New York Policyholders 


The Pacific Mutual, which had been 
writing accident and health business in 
New York for a number of years, with- 
drew from the state Dec. 15, 1932. It 
has many policyholders in the state. In 
August, 1933, the reinsurance company 
having a treaty arrangement for the non- 
cancellable accident and health business 
of the Pacific Mutual paid $1,520,000 for 
a full release from liability thereunder, 
concluding the non-cancellable coverage 
was too great a hazard to warrant con- 
tinuance. 

It is interesting to note comparative 
results on non-can last year as reported 
in the “Accident & Health Bulletins.” 
Net premiums written totaled $16,805,386 
and losses paid $12,718,415. However, a 
number of companies paid out a great 
deal more in losses than they received in 
premiums, especially some of the larger 
companies which had sold a_ great 
amount of this business in past years. 

Some companies’ financial soundness 
at one time was threatened by the heavy 
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losses on non-can disability, and several 
large life companies writing the line 
some years ago were forced for this rea- 
son to get out of the accident and health 
business. 

There are 21 companies still in the 
non-cancellable accident and health 
field, to a greater or less extent, 
there having been about 30 last year. 
These are: American Savings Life, 
Business Men’s Assurance, Columbian 
National Life, Connecticut General Life, 
Craftsman, Employers Liability, Federal 
Life, Great Northern Life, Great West- 
ern of Des Moines, Life & Casualty, 
Nashville; Loyal Protective, Massachu- 
setts Casualty, Massachusetts Indemnity, 
Massachusetts Protective, Monarch Life, 
Mutual Benefit Health & Accident, Paul 
Revere Life, Reliance Life, United Cas- 
ualty, United Life & Accident and 
United States Fidelity & Guaranty. The 
Mutual Benefit H. & A. appears to be 
the only remaining company writing 
non-can accident and health with life 
income for both accident and _ illness. 
Other companies write life indemnity 
on the accident side, with an aggregate 
provision for illness. 

A number of these companies have be- 
come inactive in the non-can field, al- 
though still writing some business. Most 
of the companies do only a small busi- 
ness in this line, there having been only 
15 companies over $100,000 in premiums 
each in 1935. 


Companies That Withdrew 


_ The Aetna Casualty, Aetna Life, Con- 
tinental Assurance, Continental Cas- 
ualty, Metropolitan Life, Standard Acci- 
dent and Travelers, formerly in the non- 
can accident and health field, withdrew 
some time ago. The Massachusetts 
Accident also quit this coverage. The 
Columbian National Life and Reliance 
Life write non-cancellable death benefit 
only and the Connecticut General Life 
and United Life & Accident write non- 
can only-in connection with life insurance 
written in the same company. 

_ Most of the companies some time ago 
limited their non-can disability writings 
to $300 monthly income, whereas in past 
years they were vying with each other 
to write risks up to $1,000 monthly, and 
there were instances of special contracts 
for even larger monthly indemnity. 
Companies remaining in this field now 
in the main will write no more than 
$300 monthly although some will partici- 
pate up to a maximum of $400. 


Mutualization Is 
Being Proposed 


(CONTINUED FROM PAGE 1) 


never develop— is taxation. In Penn- 
sylvania (and possibly others) at the 
last legislative session a bill was intro- 
duced imposing a heavier tax on stock 
than on mutual life companies. The bill 
did not pass. 

“In an anniversary circular, mailed 
to all policyholders last September (most 
shareholders are also holders of Guar- 
dian policies) mutualization was fore- 
cast as the next step in the company’s 
history; conditional always on the as- 
ent of shareholders, policyholders, the 
state through officials, and finally the 
step-by-step approval of the department 
of insurance. 

Plans Are Suggested 


“The plan of mutualization upon 
which approval of all interested is being 
sought contemplates the organization of 
a mutual life company under the name 
of the Mutual Guardian Life, or other 
suitable name, which would enter into 
a contract to take over all of the assets 
of the present company and assume ali 
of its liabilities, together with the obli- 
gation to pay an agreed amount to stock- 
holders. There are 2,000 shares of stock 
outstanding at a par value of $50 a share. 
It is proposed to pay $100 a share at 
the close of the year to all stockholders. 
Probably $50 a share will be paid on 
Dec. 31, 1936, and $50 a share on Jan. 
2, 1937. A further payment of $10 a 





share will be continued annually { 
about 12 years, to and including 1949 
“The consideration to shareholders 
was arrived at in the following manne 
The stockholders originally contribyte 
$200,000 to the company; $100,000 of 
capital and $100,000 a contribution t 
surplus. Assuming on this $200,000 of 
stockholders’ funds a 4 percent interes 
rate compounded annually in October 
giving credit for dividends paid as paj 
there would be on Dec. 31, 1936, a stock. 
holders’ fund of $400,000 in round nun. 
bers. It is proposed to pay $200,009 
the year end, to augment the remaining: 
$200,000 in the stockholders’ fund at the 
rate of interest the company earns each 
year (roughly 4 percent) and pay there. 
from $20,000 per annum—or $10 a share 
The interest additions will run these pay. 
ments about .12 years. There wil] he 
safeguards that the surplus funds shall 
not by such payments be reduced below 
what was shown the previous year, Sy 
plus gains 12 months ending June 3, 
1936, have been above $34,000, but the’ 
recent past has had thin years, and these 
may come again. 


Time for Mutualization 


“Tt is proposed to have mutualization 
become effective at the end of the cur- 
rent year. The first step to be taken 
is the assent of three-fourths of the 
stock—the holders of $75,000 par. The 
next step will be the incorporation of | 
the mutual company and a petition to | 
the commissioner of insurance for the 
approval of a reinsurance agreement or 
contract. Thereupon, the commissioner 
will issue an order for a hearing, after 
proper notice to be given by mail to 
each policyholder. A commission, con: 
sisting of the governor or some one ap- 
pointed by him, the attorney-general and 
the commissioner of insurance, will con- 
duct the hearing at which any stock- 
holder or policyholder may appea’. 
Should the commission be satisfied that 
the interests of policyholders are} 
given proper consideration and pro- 
tection, the reinsurance would be aw 
thorized. Taking the initial step 
early in August insures ample time | 
for each successive move and unhurried © 
deliberation by the commission and the | 
commissioner of insurance or any stock- 
holder or any policyholder.” 


Commissioners’ Committees 
Are Announced by Palmer 
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Holmes, Mont.; Smrha, Neb.; Tobin, 
Tenn.; Pingree, Vt.; Sullivan, Wash, 7 
and Ham, Wyo. 

ok ok 

Uniform Code (Special)—Murphy, Lowa. 

chairman; Pink, N. Y., vice-chairman; 
Carpenter, Cal.; Blackall, Conn, 
Ketcham, Mich.; Hunt, Pa.; Smith, Utah; 
Bowles, Va.; Sullivan, Wash.; Morten- 
sen, Wis. 

ee okie 


Fraternal—Smrha, Neb., 
Julian, Ala., vice-chairman; 
Del.; Murphy, Iowa; Yetka, Minn; 
O’Malley, Mo.; Schmidt, Nev.; Sullivan,” 
N. H.; Biel, N. M.; Bowen, Ohio; Hunt, 7 
Pa.; King, S. C., and Sullivan, Wash. 

* * * 

Life—McClain, Ind., chairman; Pink 
N. Y., vice-chairman; Brown, Ariz.; Moot, 
D. of C.; Bakes, Ida.; Murphy, Iowa) 
Ketcham, Mich.; Bowen, Ohio; King 
S. C.; Smith, Utah; Justice, W. Va. 


chairman; 
Hammond," 


Regulation Effort Defeated 


AUSTIN, TEX., July 30.—The) 
Texas supreme court has refused to se) 
aside a decision of the Austin court of 
civil appeals that mutual life associa 9 
tions which have a maximum bene? 
payment of $150 and limit their bust | 
ness to within 75 miles of their home 
counties do not have to reorganize 
put up additional capital. The inst 
ance commission had sought to fort 
such groups to reorganize and submit 
to the same regulations as those im] 
posed on other insurance companies” 
The test case was brought by the Phil- 
lips-Luckey Burial Association of Rock: " 
dale. a 





